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BULL DOG 
TAPE 


is packed in I, 2, 4 
and 8-oz. rolls in 
convenient counter 
containers. 


ene? 


a, stays sticky on _ the 
roll sand when = ap- 
plied to the job makes 
a firm waterproof 
splice of great insulat- 
ing power. <A quick 
repeating item which 
appeals to a variety of 
your customers. 


ee re ~- whee 





BOSTON WOVEN HOSE AND RUBBER CO. 


WORKS; WAREHOUSES; POSTAL ADDRESS: 
Campripce, Mass, Cuicaco, Iti. Camsrince, Mass. St. Louis, Mo. Box 5077, Boston, Mass. 
BRANCH OFFICES 


New York, N.Y.: 30 Church Street PHILADELPHIA, Pa.: 535 Arch Street SAN Francisco, CAL.: 461 Market St. 
Cuicaco, ILL.: 1801 McCormick Bldg. PITTSBURGH, Pa.: 125 Water Street Los ANGELES, Cav.: 1302 Wash. Bldg. 
St. Louis, Mo.: 2206 Pine Street Detroit, Micu.: 306 Lincoln Bldg. SEATTLE, WASH.: 318 L. C. Smith Bldg. 


antennae antineenenmmne i ee 


Published Weekly by the IRON AGE PUBLISHING CO., 239 West 39th Street, New York, N. Y., U. S. A. 
Entered as second class matter May 22, 1918, at the Post Office, at New York, under the Act of March 8, 1879 


Editorial Index, Page 37 





Advertising Index, Page 9 


ae he 


we we edie be” on 













































































-_— 

















HARDWARE AGE 


TENT 
AAA AAA ATA . 


November 27, 1924 


l le 




















An Army of Frantz Labels 
Salute You! 
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VERY label in the FRANTZ army is 

schooled and trained to get business for 
FRANTZ dealers. They not only rustle new 
buyers for the retailer who stocks the line of 
builder’s hardware bearing the bright orange 
label, but they also see that the first purchase » 
is followed up by repeat purchases. They are 
enlisted for the purpose of giving the ulti- 
mate consumer of this quality line of hard- 
ware perfect satisfaction. That’s what 
builds up repeat sales. This army can be 
mobilized and at your service over night. 
All you have to do to get their aid is drop 
us a card, tell us you reviewed the FRANTZ 
army in the Hardware Age, and a copy of 
our 1925 catalog, covering all the orange 
labeled goods, will be mailed free of charge. 


FRANZ 


“Distinguish the Hardware by the Label’’ 
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PYREX S5 
Ovenware Ga. 
make Lasting Gifts 








No store can show too much. 
if it values gift-trade profits 


IGHT now—during the few short weeks 

before Christmas—is the time to let every 

cift-buyer in your neighborhood know that 
you are ready with a fine stock of PY REX. 


The child who has “only 50c to spend on mother's 
gift” can buy a PYREX Measuring Cup from you. 


And you have the satisfaction of knowing that even 
this very inexpensive gift is serviceable. 


Feature the Tea Pots—three shapes, all sizes—remem- 
ber “no home can have too much 


PYREA 


Transparent Ovenware. TeaPots. Nursing Bottles 


Pyrex Sales Division CORNING GLASS WORKS 


Corning, N. Y. 
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IT IS SERVICE 
THAT COUNTS 


When you sell a product that 
gives long, lasting service you 
have gained the good will of 
your customers. 


We strive to make PEXTO 
Tools so that they will give 
real service to the user, thereby 
not only gaining good will for 
ourselves, but for the merchant 


who sells PEXTO products. 
Write for No. 20 catalogue. 








Mechanics Hand Tools 
and 
Builders’ Hardware 


The Peck, Stow & Wilcox Co. 
Southington, Conn., U. S. A. 
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> kn Silver Steel Saws 


7 To My Fellow Hardware Dealers” 


A Prize-Winning Letter 
from the 
“Show Me” State! 


Sis. F.C. Becker 


Geller, Ward & Hasner Hdwe. Co. 
St. Louis, Mo. 


EARNS $10.00 


The letter “from Missouri” 


Here’s why I recommend Atkins Silver Steel Saws to my fellow hardware dealers—because: 
1. They are superior in quality and workmanship. 















2. Require less attention, for they are filed and set right before leaving factory. 


3. The Perfection handle is so hung that there is no energy wasted when using an 
Atkins Saw. 


They are taper ground, which allows the saw to pass freely through the wood. 
In appearance they show quality. 


Profit obtained from sales make them an asset to any hardware business. 


- Ff F 2 


Nationally advertised and with the work of their representatives .makes them 
well known products. 


8. Guarantee which means absolute satisfaction. 


Put a few of these Saws and Hand Saw Filers in“stock and watch your sales grow. 


ATKINS ae CEN ATKINS “ No64 HAND SAW 





JUNIOR cei 





HAND or | HAND SAW #2 SHIP POINT ° 
SAW ‘ FILER 5 +e 
i, 

» designed for boys An extra large ship point blade for use where 

‘_ oe ae po hg oy Skew The most perfect saw-filing tool ever made. With fast and accurate cutting is desired. Silver Steel, d 

or straight back, taper ground blade, highly pol- it anyone can file a saw correctly, bring each taper ground, straight back, damaskeen finish with 

ished with carved beech handle. Cuts clean, fast tooth to same level and pitch. Can be used embossed applewood handle. Also made in regu- 

and easy. Sold at a moderate price. with good clamp in any vise. lar pattern. 


E. C. ATKINS & COMPANY 
Established 1857 


Machine Knife Factory: Home Office and Factory: “The Silver Steel Saw People” 
Lancaster, N. Y. Indianapolis, Ind. Canadian Factory, Hamilton, Ont. 
BRANCHES: 
Memphis New Orleans Portland Seattle Paris, France 
=. Minneapolis New York San Francisco Vancouver, B. C. Sydney, N. S. 





ATKINS ALWAYS AWEAWD” 
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CheA CME 
Plan of Paint Merchandising 





P > 

















There is a thrilling strain of music sounding in the 
stores or departments of Acme dealers or agents who 
follow the Acme Plan. It is a song called Profits—and 
the tune is made by the merry tinkling of the keys of i 


the busy. cash register. 


Any paint dealer can learn to play this tune. It 
sounds just as beautiful on any cash register, no matter 
how old. You learn it by featuring the Acme Quality 
line of paints, varnishes, stains and enamels—a line na- 
tionally advertised through the most unusual advertis- 
ing in the paint industry—a line supported by the most 
complete and productive merchandising plan ever con- 
ceived. 


The quickest and surest way to learn to play this 
thrilling Profits song on your cash register is to follow 











Paints ACH. ME LU, [ALITY 
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QUALITY 
Leads to the Cash Register 























the TUNE IT PLAYS 


the Acme Plan—stick to it—make it an infallible rule of 
your business. 


This is not hearsay nor guesswork. It is fact— 








proved by the wonderful successes of dealers who are — 
following the Plan. Quality Plan. 

If you are not familiar with the Acme Quality Plan / 
of Paint Merchandising, write us. We will have an / 
Acme Quality man present it to you. Hehasitincon- .- / 
crete, concise, convincing form. He can present it Pf 
quickly, without wasting your time. It will pay you y 
to know about this modern and successful system of 3 ei 
paint selling. When may he call? Address Dept. 78. } Fn, 

ke FF 
ae & 
The ACME WHITE LEAD AND COLOR WORKS GE os | 
DETROIT, MICHIGAN fg es : 
FY c.. ge 
Os. 8s 
. NS a 
: F fag Ss 
° ° Py s8 g* 
Paints Enamels Stains Varnishes — for every surface pare é.. 
f88 88 ¢ 2 8 
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offs ONE or the other of thesee HORTON 


Washers, the average woman wanting 
washer satisfaction will find just what she 
has been looking for. Thousands of dealers 
who display this combination are getting a 
maximum ofthe possible sales in their territory. 


Ask your wife or some woman in your employ, 
to read over the Horton features shown on the 
opposite page. She will undoubtedly say 
that they amply meet her ideas of an “ideal 
washer.” 


First let us take the HORTON No. 40—the 
original 3-cup Suction Washer. This machine 
possesses a combination of attractive features 
which we do not believe are equalled in any 
other. It isa big, handsome machine built to 
give perfect laundry service for many, many 


Ste’ 


wants one of 


these two 


years. Dealers say that it is the most efficient, 
fastest, electric washer produced. 


The No. 33 is the advanced dolly type. This 
washer finally brings to the medium priced 
class, a machine of sturdy build, excellent 
washing ability and attractive appearance. We 
have spent many years in developing this 
washer to its present stage of perfection and 
feel proud to be able to offer a machine of. 
such excellence at so reasonable a price. You 
can easily compete with higher priced 
machines with this washer on your floor. 





Jobbers throughout the country have these 
machines ready for immediate shipment to 
you. Give your jobber a trial order. Then get 
acquainted with the rest of the Horton line of 
washers and ironers — it covers every need. 


THE HORTON MANUFACTURING CO. stands for fair dealing in all 
its relations and believes that there is a heart in business. 


HORTON MANUFACTURING COMPANY 


1322 Fry Street 





Horton Home Ironer 30 inch roll. Irons 
EVERYTHING perfectly. Retail price, 
$140 [gas heated ): $175 [electrically heated}. 








ELECTRIC WASHERS 
Pioneers for 50 Years 








Horton *‘Peerless'’ Washer No. 3 
—Water Power. Requires only 25 
lb. pressure. Retail price, $22.50 


Fort Wayne, Ind. 









Hagen Mode Wash Ne 2 
— the est & . 
ated me so etail Salen, GaB. Horton Washer No. 35 

—Vacuum Type, Hand Power. 


Retail price, $20.00 





AND IRONEARAS 
ort Wayne, Ind. 





ie SEE, 
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The No. 33 — Dolly Type 
(shown below) 


The tub is made of fine cypress. Water won’t 
afiect itsendurance. The inside of the tub is cor- 
rugated —an aid to the washing process. The 
outside of the tub is finished in high quality 
enamel varnish. 





The motor is the product of the world’s largest 
builders of washing machine motors. Powerful, 
dependable. 


Self-locking lid prevents the heat from escaping 
—and thus makes the washing more thorough. 


The swinging wringer is the last word in efficiency. 
It affords a wonderful advantage when wringing 
the clothes from one tubinto another. A safety trig- 
ger separates the rolls instantly in an emergency. 


The construction and workmanship of the 
machine is perfect in every detail. It operates 
silently. It washes thoroughly. 























HORTON NO. 40 
Three Cup Suction Washer 


(shown above) 





t is handsome. Every woman will be attracted 
to it whether the tub is of shining white 
vitreous enamel or heavy copper. 


Suction and Air Pressure Principle washes 
all kinds of clothes clean, quickly and with 
least amount of wear. 

A gas burner keeps water in the tub at a uniform temper- 
ature through entire washing. No heavy parts to lift. 
Easy to operate and easyto understand. No intricate mech- 
anism to get out of order or require oiling; working parts 
packed in grease. 

Superior construction. Perfectly proportioned and balanced 
so as to run smoothly and quietly without vibration. 

A real Horton product made entirely and exclusively in our 
own factory. Skilled workmanship backed by 54 years’ 
experience in building washers makes the No. 40 as near 
perfection as possible. 








AND IRONERS 


A 
ELECTRIC WASHERS Fort Wayne, "nd. 


Pioneers for 50 Years 
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[] 1. Send us, without cost, Inert 
Demonstration Case. 

[] 2. Tell us if Exclusive Agency 
Franchise for this city is still 
available. 


Dealer’s Name. satiate 
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Covers Better—Spreads Farther 
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PIONEERS 
PURE PAINT 
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Lasts Longer 


' The MARTIN- 


CHICAGO BROOKLYN LINCOLN LOS ANGELES 
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Motor Car Finishes — 
A popular line of quick sell- 
ing, high-grade automobile 
enamels. Easily applied and 
dries over night. Superior 
quality. 
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Red School House Barn 
Paint——The highest quality, 
most popular and the best 
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advertised barn paint on the 
market. Exceptional promo- 
tion assures quick turnover 


1 TH me 23 





and good profits. Also made 
in gray and white, 


Secret of Success 








T= Main Store on the Main Street of any 
hamlet, town or city, owes its prosperity to 
trade dominance of the community it serves. 


Dominance of the paint business will come to 
your store if you can always please, always con- 
vince and always satisfy your customers that 
each and every paint product they purchase 
from you are true “Standards of Comparison.” 


Monarch 100% Pure Paint is the guiding stand- 
ard by which all paints can be compared. It 
guarantees full value, service and ultimate 
consumer satisfaction. 


Paint specialties that merit, through quality 
and better value, the tremendous popularity 
they enjoy permit the Martin-Senour dealer 
to completely control every channel of profit 
that paint fetailing offers. 


Good profits, real merchandising service, ex- 
ceptional advertising, sales promotion assist- 
ance, and “hand in hand” co-operation are all 
proven realities to the thousands of Martin- 
Senour dealers. 


There may be an exclusive agency opening in 
your community now. Send in the coupon t_day. 


_SENOUR CO. 
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Martin-Senour Wagon & 
Tractor Paint — Especially 
made for refinishing tractors, 
wagon, farm implements and 
all surfaces where a_ high 
gloss, durable finish is re- 
quired, A better 
would be impossible. 
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Bri 
in sixteen attractive colors. 
room, pore 
fast room sets, kitchen and 


nric-a-brac, radiators, bicycles, motorcycles, 


sleds, wagons, toys, etc., etc 
over and good profits are assu 
' Brite. 


SAN FRANGASCO MONTREAL WINNIPEG VANCOUVER 










. e=x=A new decorative enamel made 
gy For use on bed- 


h and sunparlor furniture, break- 
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Porch and Deck Paint 
4 Very popular with the 
we home owner and in demand 
by large buyers for use on 
<> hotel porches, decks of ves- 
sels, etc. Obtainable in 
six suitable colors. High- 

est quality. 


+? = Neu-Tone— An  ex- 
tremely popular, sani- 

tary, washable, flat wall 

vo. = paint made in sixteen 








» 
f 


that will immediately 
increase your flat wall 
paint business. 


Senour’s Floor Paint— 
The ‘‘Pioneer’’ of floor paints 
and to-day the largest sell- 
ing paint specialty in the 
country. Satisfaction guar- 
anteed or money back. 


Ul 











W ood-V ar Colored 


lift: 
Tut d etal ak Sabb) bo 
Wi 4: Pigg h—Th risto- 
vf ca eh ae ee ee, — varniah. stains. 


unusual sales promotion 
and advertising fea- 
tures that build and 
constantly increase your 
varnish stain business. 
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bathroom walls, 


, Quick turn- 
rej with Kolor- 


Auto Flat 
Finishes—The 
more pfactical manner of finishing automobiles. 
Flat Coat first—varnish afterward. 
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Black Diamon 


Files 
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“That’s A Good Filing Job” 


This feeling of satisfaction with BLACK 
DIAMOND Files is so universal that they 


never “park” for long in Hardware Stores. 


We have a “showy” and _ business-getting 

window strip (three to a set) in colors that 

will be sent without charge for the asking. 
Since 1863 the Standard of Quality 

wry A hy 





G. & H. BARNETT COMPANY 


Owned and Operated by 


NICHOLSON FILE COMPANY 
PROVIDENCE, R. I., U.S. A. 





1078 FRANKFORD AVE., PHILADELPHIA, PA., U.S.A. 
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“The Easy 
Hardware” 
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A Sash Fitted With WHITCO Cannot Sag 


The fact that WHITCO supports the sash, at both top and bottom, at a point well 
2 beyond the joint between the stile and rail—which is the weak spot when case- 
ments are hung on butts— 


Together with the way in which its sturdy brass sash-plate reinforces that joint— 


And the greatly increased holding power of its screws, which are set in at right 
angles to the strain— 


All combine to insure a stronger and much more dependable installation than is 
possible with any arrangement of butts and adjusters. 


q WHITCO takes the place of butts and adjusters for swinging and controlling casements and 
% transoms. One size fits all sash. 


A set consists of two pieces—one for the top and one for the bottom of a casement, and one for 
each side of a transom. Both are identical, except that one is the reverse of the other. 


The installation is simple. After the carpenter has housed the sash-plate into the top and the 
bottom of the casement, all he has to do is to turn the sill plate at right angles to the sash, set it 
into the opening and screw one sill plate to the header and the other to the sill. 


There is nothing for either the architect or the builder to bother about. No special sash or frame 
detail is required. As WHITCO is entirely concealed the usual trouble of matching hardware 
finishes is eliminated. 


‘“‘How many Sash?”’ is the only information needed. 
WHITCO is sold through the hardware trade only. 
In Solid Brass i; «© « Bie ~- Ree 
In Rust-proofed Steel. . . . . per set, 1.75 


This is me, hag fi a series of pages illustrating and describing the many practical qualifications of W H1ITCO hardware, 
addition to its supertorilies as a means of operating and controlling casement sash and transoms. 





WHITCO makes it 
easy and safe to clean 
the outside of a case- 
ment window from 


te soem. Western offices: 
365 Market Street 
San Francisco Boston 






Eastern offices: 


SPECIALTIES 636-642 Mass. Trust Bldg. 


Send all inquiries to nearer Offices. 
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Jobbers’ Stocks 


are Ready for 
Christmas Business 


Nif-Tee Scoot 
HE ' far-sighted dealer 
probably has already 
placed his order for this great 
line of children’s vehicles. For 
those retailers who have 
neglected to do so—jobbers 
are preparing to give spot de- 
livery for the holiday trade. 


Hummer Scoot 











JANESVILLE PRODUCTS CO. 


Janesville, Wisconsin. U.S.A. 
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A Gas Heater Distinguished by 
Its MANY Good Points 


HE famous “Reliable” Golden- 
Glow Gas Heater is distinguish- 
ed not for one good point but for 
many good points. This is why it 
stands comparison with any other 
heater—to the advantage of “Reli- 


able” Golden-Glow. 


For instance, take the Burner. There is no 

more efficient burner on the market. The 
Golden-Glow Burner mixes the gas and air for 
the entire burner at one point. This construc- 
tion produces not only perfect combustion but 
also a uniform flame at all points. 


The giant Heat-Elements used in Golden- 

Glow Gas Heaters are different from any 
heretofore designed. And—they are better. 
The Golden-Glow Elements are three inches 
wide, have parallel closed sides and inclined, 
perforated fronts. The backs are straight and 
recessed, thereby forming dead air-spaces. This 
type of construction renders fire-brick backing 
unnecessary. Moreover, within the elements 
are a great number of radiating points. This 
feature insures even and brilliant heating of the 
entire surface. 


The adjustable Air-shutter and Cock of the 
Golden-Glow make possible perfect regu- 
lation of the flame for various gas pressures. 


The Burner-top is divided into separate 

sections, each section being fitted with a 
separate grid for each separate element. The 
grids are made of a non-corrosive material, and 
will last indefinitely. 





Showing Burner, Mixing Chamber and Valve 


ee 








Reliable Golden-Glow 
(Portable Type) 






“Reliable” Golden-Glow Gas Heaters are 

made in two styles, Portable and Fireplace. 
The Portable type is finished in ebony-black 
with a hearth-plate of polished 
aluminum. All frame parts 
of both types are electrically 
welded. 

YY 


We invite you to make a critical 
examination of the “Reliable” 
Golden-Glow Heater. Order a 
sample immediately and check 
our claims. The resulting evidence 
that what we say is RIGHT 
should point the way to increased 
gas-heater sales—if you stock with 
Golden-Glow Gas Heaters. And Cutaway view of 
the price will show you how really Giant Element, 
profitable these sales can be. Cotton ows Gas 


eaters. 








RELIABLE STOVE COMPANY 


Division of American Stove Company 
Factory and Main Office: 1787 E. 40th St., N.E. CLEVELAND, OHIO 


152 West 42nd Street 


NEW ENGLAND STATES 





New York City 





REPRESENTATIVE: 
The Eastern Service Co. 
131 State Street, Boston 


EXPORT OFFICE: 
209 West 43rd Street 





315-317 S.Wabash Ave. / rages 8 r~ }, 7 
Licago | | | {Py | - 
718 Mission Street q | Oriel Zine ] | WAV i 
San Francisco Jel St eee 
350 East First Street 
Los Angeles 


New York City 
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Machine Screws 
Stove Bolts 
Tire bolts 
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American Screw Co. 


PROVIDENCE , RI, 


WESTERN DEPOT 
R25 WEST RANDOLPH ST., CHICAGO, ILL. 
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Christmas is Ohriimas 
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A Radiola stretches away through che 
narrow walls of the city apartment. Ir 
makes a new world of the old farm 
kitchen. It reaches out and out. and 
brings home the fun' 















There’l! be Christmas carols on Christmas 
morning. There'll be music and laughter 
and lectures and sports —day after day — 
week after week The new generation 
will grow up with a bigger world to live 
in. The older generation will get new joy 
out of life Everybady wants » Radiola' 
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RADIO CORPORATION OF AMERICA) 


Dept 0088 (Address office nearest you). 
= 1% — Radiol» Radio Corporation of America 
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oflex 
or all the familys 
Chrismas! 


oe There may be somebody special 
° hin aoc in your family who's asking for 
And mow buvers mean “Radi ’ . a Regenoflex this Christmas. Bu 
oe Serna wtgede Uubtes tebe it's @ gift the whole family will 
On the beer, and the RCA a ~ get fun out of, all the year. It is 
T » b é famous most of all for its tone — 
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it is extremely simple. Stop in at 
any RCA dealer and tune in for 


i | * # 4s 4 
9 vourself — today! 
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i Radiola 








Sales Offices: 


Radio Corporat; 
] 7 7 
rp on of America 233 Broadway, New York ys 
28 Geary Street, San Feo, nee. Street, Chieago, Ill. 


*sRadiola« 


REG. U.S. PAT. OFF. 


















ee 











20 HARDWARE AGE November 27, 1924 








By many words wit is ex- 
hausted.”’ 
—Lao Tzu 


The Synchrophase needs no 
extravagant claims. 


: Dect 





go i a ee % Piggies. As 
TRADE MARK 
‘ : : G Be gee 
2 Bineg ee Ae eg 


BROADCAST Receiver that marks a ste oo ee 
forward in radio design which will standas 
a challenge to the industry foralongtimetocome. 
Its surpassing craftsmanship is equalled only by ee 
its easy, dependable operation. 
Greater sensitivity has been gained throughtwo _ 
. stages of Balanced tuned radio frequency—the re- 
sult of many months of intensive research by the 
Grebe engineering staff. Extreme selectivity has 
been obtained by the use of Binocular coils. .’ - 


The settings for the various broadcast stations | 
are equally spaced over the dials. This is accom- 





lished by S-L-F (strai ist line frequency) con- mate NZ 6 ete 
thiscs 3 : oy) Synchrophtege Secrets— 
ere ‘ witli ad "Ri, No. 1 The “Binocular” Coil 
new type of volume contro gives anunbro- 
ken range of six variations of audio amplification. pear y eaten Sol ete | 


Bee | tuned. Unaffected by impulses 
Wise jobbers and dealers everywhere from undesired local stations, 
are cashing in on the Synchrophase. its use is a tremendous factor in 


Write us for particulars... thesuccess of the Synchrophase. 


A. H: GREBE & COMPANY, INc. 


Van Wyck Blvd., Richmond Hill, N.Y. ° 
Western Branch: 443 So. San Pedro St., Los Angeles, Cal. 








This Company owns and operates Station WAHG. 


a TRADE MARK 


es All Grebe dilatite is conti ii: Sot AE “Miia : , att 
~~ by patents gran‘’ed and pending. . ; , , REG. U.S. PAT. OFF 
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A Christmas Suggestion 


Scores of new reading and table 
lamps will be sold in your city 
this Christmas. 

Be sure both these and the 
old ones are equipped with 


HYGRADE Reflector Lamps. 


Removes Glare _ 
in Most Installations. 


70% of the light below the dotted line 


A better bulb for reading lamps 


The shade is pleasantly illumined 
But— 
the greater portion of the light is cast down on the book. 


And because, instead of being squandered under the shade 
as is the case with regular clear lamps, such a large percentage 
of the light is actual downward useful light, one 50 watt 
Hygrade Reflector Lamp will often take the place of two 40 
or 50 watt clear lamps, at a decided saving in current cost. 

















HYGRADE LAMP CO 
commasorast UY Sauem Mass 


Hygrade Lamps 


You cannot buy a better lamp 
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Get your stocks ready. Get your mailing lists ready. Your 
window displays. Your ads. We are putting every inch of 
effort into sales support in a month when big sales are there 
to get. Tune in—work along—and get those sales. 


We are supplying heavy ammunition; a two page Christmas 
ad in the SATURDAY EVENING POST; Christmas ads 
in the women’s national magazines; a mailing card; and the 
Premier Duplex booklet and window displays. 


Write for helps. And use them. The Premier Duplex will 
lead the Christmas gift list because of the double action that 
cleans cleaner; because of the ball-bearing motor that will 
run for years without oiling; because of its fine make and 
thorough quality. It has every Christmas appeal. 





ELECTRIC VACUUM CLEANER CO., Inc. 
Cleveland, Ohio 
Distributed in Canada by the Premier Vacuum Cleaner Company, Ltd., 


Toronto and Winnipeg, and the Canadian General Electric Company, 
Ltd., General Offices, Toronto. 
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NEARLY TWO MILLION VOTES FROM EVERY STATE . 
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More Crosley 
Customers for You 


This December advertisement in the general magazines shown, as well as 
in all the prominent radio publications and many farm papers, will add even 
a greater impetus to Crosley Sales. 


BE SURE AND PREPARE TO MEET THE DEMAND. GOOD JOBBERS EVERYWHERE HANDLE CROSLEYS. 
Write for Complete Catalog 


THE CROSLEY RADIO CORPORATION 


11794 Sassafras St., Powel Crosley, Jr., President Cincinnati, O. 


Crosley Owns and Operates Broadcasting Station WLW 
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Why gamble with 
the uncertain when 
you know 





will meet the most 
exacting require- 
ments? 


If your Wholesaler does 


not sell them, write us. 


THE SAVE SALES COMPANY 
Toledo, Ohio 
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WASHER 








6 BIG SELLING POINTS! 


And every one an outstanding feature of its 
own. A rapidly selling, well constructed wash- 
ing machine, moderately priced, quiet in 
operation and easy to handle. 


1. Patented centerpiece guar- 4. Portable folding exten- 
anteed not to tear or in- sion stand; removable 
jure clothes. white cedar tub. 

2. Machine cut gears; all S. Wringer swings to three 
working parts enclosed. positions; reversible rolls. 

3. Metal parts hot galva- 6. Safety release; removable 
nized; rust resistant. casters. 


Mr. Dealer: We have a very unique selling and 
financing plan. Consult us now. Write today. 


KNOLL MANUFACTURING CO. 
Established 1886 Reading, Pa. 


Washes a tubful in 4 to 8 minutes. 
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“Table - Talker 
oLILe 








































Stock up now! 


Christmas is 
coming— and 


so is the rush 


for Table-lalkers 
and Matched Tone 
Headsets. 


StockUpNOW/ 

















































UNITED STATES 
Portable Electric 
DRILLS 

“The Good 
Mechanic Knows” 










Type CU D—Y. 
in. for direct or 
alternating cur- 












Chucks 


Standard 








Equipment 
















those dealers who are not 

handling U. S. Portable 

Electric Drills, knew the 

preference they have 
among good mechanics everywhere, 
more jobbers would be working 
their cash registers overtime! 


Volume sales and good profits are 








sure with the U. S. line at new re- 
duced prices. Write for catalog 
21-L and full details about our 


proposition. 




































District Sales Offices and Service Stations 











Boston Detroit Philadelphia 
Buffalo Houston Pittsburgh 
bagi Kansas City : 
Chicago Minneapolis St. Louis 
Cleveland New York Toledo 





Complete stocks carried in all service stations 


Vfl pat 























Ts FERS F 
LINDERS | 6 UFFEMERs [(| 
a 


en a 














26 HARDWARE AGE 


















You Can’t Go Wrong 
with these two 


BREMER - TULLY Condensers 


Condensers in the radio 
business are like sugar 
with the grocer. Every- 
body buys them. 





Bremer-Tully Condens- 
ers enjoy a reputation 
without equal for re- 
liability and salability. 











Mechanically — elec- 
trically—you will find 
them unquestionably su- 
perior. 





B-T Condensers make 
pleased customers. 














11 plate capacity .00025 $4.50 Order rom ] 
23 plate capacity .0005 5.00 f 0 your jobber. 


43 plate capacity .001 %.00 Write us for catalog. 


Bremer-Tully Mfg. Co. 


532 S. Canal St., Chicago 


November 27, 1924 














The Voss Floto-Plane Agitator 


A New Feature 
That Makes Sales 


The Voss Floto-Plane 
Agitator replaces the old 
type wood dasher. 


It insures cleaner wash- 
ing of clothes than any 
other method. 


A Non-Rusting, All-Metal Floating No other washer has it. 
Agitator 


Note These Low Prices 


To insure max- ,MODEL E-Is $86 
imum sales yoy 
Voss prices guimtr $63 | 
have, through Prices are slichtly higher 
quantity pro- — ¢ Oe e 
duction, been 
placed so low 
that dealers 
should double 
and triple their 
sales. 

Write for prop- 
osition now. 


VOSS 
Mfg. Co. 


Davenport, lowa 
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Electric 
Washer QAVERCHUSH 


The PRIMA Washer equipped 
with the famous NEVER- 
CRUSH Wringer, offers you 
a unit that breaks the back- 
bone of competition. It means 
large sales, large profits and 
plenty of satisfied customers. 
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The PRIMA will wash clothes 

: clean — easily and quickly — vs 
: without harming the daintiest s 
x fabrics. The elliptical tub is rs 
x perfectly smooth on the inside is 
R —there are no mechanical de- vs 
x vices to wear or tear the : 
5 clothes. is 
5; The tub is made of Douglas % 
—.... ee Fir— GUARANTEED FOR a % 
|" Socaibilitee for lve dealers. | TEN YEARS. ~~ ——_ % 
e) fe 
5 . . - 
4 The Buckeye-Prima Company, Sidney, Ohio [3 














Niico Policy, Nilco Quality and Nilco Service 


Have brought increased business 
year after year. to dealers every- 
where. 








NILCO LAMP WORKS, INC. 


EMPORIUM, PENNSYLVANIA 








9 7, 
st N 
<™ Oo e 


v 4 
GENERAL ELECTRIC COMPANYS 
Ne, wt, 





c 
Sees, oe 
Lap yt 


ee 


. 














































28 HARDWARE AGE November 27, 1924 


OThe DIXIE. 
PORTABLE TWIN TUB 


——A modern household convenience that 


sells on sight and carries a good profit for 
the dealer. 


Just what every woman has always wanted. Takes 
the place of old fashioned standard wash tubs and 
stands, and is far more convenient than stationary 
tubs. Each compartment holds more water than 
any tub sold. Mounted on easy rolling casters— 
can be wheeled around as desired. Saves all lifting 
of heavy water-filled tubs. Drain cocks in bottom 
of tubs for draining water. Used with any washing 
machine, Handy table top cover protects inside of 
tubs from dust when not in use. A convenient re- 
ceptacle for accumulating soiled linen between 
wash days. Can be used in countless other ways. 
SELLS FOR ONLY $14.90. This low price means 
quick sales, rapid turnover and good profits. Order 
a sample today, either direct or through your 
jobber. 














_—————— 
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Jobbers wanted in all territories. 
Write for discounts. 


SoMMERS BrotHers APppLtiANCE Co. 
River Street, Saginaw, Michigan 














A Message to Manufacturers 
of Electrical Goods 


Whether it be electric washing machines, 
vacuum cleaners, toasters, percolators, or wir- 
ing apparatus and supplies, the logical place to 
tell your story is in the advertising pages of 
HARDWARE AGE. 


Here you can reach most effectively the buying 
wih dei etn: ial power of the hardware trade. HARDWARE 


tion in the construction of a 9 

Radio Set is making | the AGE is read each week by upwards of 20,000 
0 tions. Many a er- - ° 

wise good set has been totally progressive hardware dealers and jobbers whe 
ruined by workers who fail i ‘ . 
in soldering joints.” consult it regularly for information and sug- 


—From Providence Sunday 


Journal. gestion on the merchandise they buy and sell. 


The most important item for 


Radio Soldering is the Solder- The fourth issue of HARDWARE AGE each 


ing Flux. 


When your customers use . month is an electrical merchandise number 


a with 4 good sol- / . ith ° ] e ds d a ° 
nsures against poorly ' DE ) cal rtisin 
soldered joints which, no matter Pe : ws 8 special S ectri on eatin 6 al 
how careful they have been in 4 = sert 
buying material, and in their - A . 
assembling, will greatly lessen 
the efficiency of their set. LY fA . 7 
es See ath autin om SS OF Plan now to be represented in it. 
Two ounce cans, packed 36 cans Hh y 

to @ case—l10c per can. 








Rate card on request. 


HARDWARE AGE 
239 West 39th Street New York, N. Y. 
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No. 495 Radio Tool Kit 





Retails at $3.00 


AN IDEAL CHRISTMAS GIFT 





RADIO-LECTRIC TOOLS 


Sell Rapidly—Provide Good Profits 


A line of fifteen dependable tools designed by prac- 
tical radio men who knew exactly what was required 
for radio work. 


t Radio-Lectric Tools are just what the enthusiasts want -———= 


No. 455 Screw 


Adjuster and are priced right for their pocketbooks. No. 405 Countersink 


Retails at 15c 


No. 410 Center Punch 
Retails at 15c 





No. 475 Wrench Set 
Retails at 25c 


—$$— = 


No. 45 Screw Driver 
Retails at 15c 





No. 420 Template 
Retails at 50c 


#9 D 





Retails at 15ce 


— =n, 


No. 465 Reamer 
Retails at 25c 


y* : OO 





— 


No. 445 “Crow Bill’ 


er 
Retails at 50c 


= 





(*) we) hw )\y Sadat SS 


ii arrsoreosr SOLS wb ELORR pROL Fong! , 


No. 440 Plier — 


Retails at 50c 
No. 116 Nipper 
Retails at 60c 


ae They are all packed with attractive OQPrs 


No. 480 Wrench Set 
Retails at 50c 





No. 490 Combination 
Wrench Set 
Retails at $1.00 


cards or stands and sell “on sight.”’ 


No. 485 Wrench Set 
Retails at 75e 


Send for Booklet =e ; 
Showing All Numbers Boag Speen 


THE BRIDGEPORT HARDWARE MFG. CORP. 


Bridgeport, Conn., U. S. A. 











HARDWARE 

















Quiler Now— 


Be Sure to Have an Adequate 
Holiday Stock of Lionel Trains 


EVER before have sales of Lionel Trains and Model 
Railroad Accessories been so great. If you have not yet 
placed your order, do so at once. We can still supply you. 


Stocks of Lionel Trains, Multivolt Transformers and Ac- 
cessories are ready for immediate delivery—and Prices are 
Lowest in Lionel History. 


Lionel Products have been “Standard of the World” since 
1900. They are electrically and mechanically perfect—true 
models of real trains. They meet the boys’ ideas of what 
miniature railroads should be. That’s why they outsell every 
other line. There's still time to order your holiday stock. 


Send your order to your Lionel Distributor or direct to us— 
now. Write today for Catalog and Trade Price Sheet. 


The LIONEL CORPORATION 


Entire Sixth Floor 
48-52 East 21st Street, New: York City 


Western Coast Representative: 
M. Sweyd, 180 New Montgomery Street, San Francisco, California 





November 27, 












Lionel Automatic 
Train Control 


The Biggest Selling 


Model Railroad Accessory 


Ever Produced 


No display is complete 
without this wonderful 
new device. When train 
approaches, red light 
shows and train stops 
for any length of time 
(adjustable); then green 
light shows and train 
goes on—absolutely au- 
tomatic, absolutely per- 
fectin construction and 
operation. 


Immediate Deliveries 
Order Liberally Now 





[IONEL* 2" TRAI 


“MULTIVOLT’ TRANSFORMERS 


NS 





No. 11 
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ONLY 
3 
ITEMS 
QUANTITY 
PRODUCTION 




















3 











1 
RIGHT PRICE FOR 
A DEFINITE -. JOBBERS AND 
SALES POLICY DEALERS 
2 a = 
BEAUTY OF 
DESIGN. AND 


EXCESS DURABILITY 


The Metalcraft Sales Platform 
—best for jobber and dealer 


One of the first things we recognized about Metalcraft goods was that they were 
not “toys” but standard merchandise. 

We immediately stepped out of the “toy field” and into close connections with the 
thousands of real hardware merchants who buy thru the jobber. 

We told the jobber that we had a one-price policy, a better line, a protective hard- 
ware policy and that we were worth a trial. 

We got it and our goods got a fair trial at the “Court of Public Opinion.” Con- 
sumers liked the all-steel Metalcraft line. They liked the smart design, the sturdy 
durability. 

The price was right for good profits. Quality improved, details improved, savings 
in costs went to dealer and jobber. Repeat orders came—the merchandise was 
liked, our ways of doing business satisfied. 

Better write now. We are running at “peak load” but new friends are welcome. 















REG. U.S. PAT. OFF 


“THE ALL-STEEL PRICED-RIGHT LINE” 





Metallic Industries, Inc. 
4127 Forest Park Blvd. 


St. Louis, Mo. 


WALK-A-WAY 





SCOOT-A-WAY 
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HIS FOX has come to the 
wrong chicken coop. Here 
Clinton Brand Poultry Netting is 
responsible for the safety of the 
flock and as usual does its work 
well. 

Clinton Netting keeps strong and 
shapely winter and summer, giving 
protection and wear that satisfies 
the user. 

The dealer’s reputation is woven 
into the wire he sells and years of 
enduring satisfaction have proven 
Clinton Brand a good name with 


which to be associated. L- 
American Wire Fabrics Corporation 
Subsidiary of 


Wickwire Spencer Steel Corporation 
General Offices: 41 East Forty-second St., New York 
Western Sales Office: 208 South LaSalle Street, Chicago 


Worcester Buffalo Philadelphia Cleveland Detroit San Francisco 
Los Angeles Seattle 


November 27, 1924 
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CORDAGE 


—The Quality you can Bank on— 











Rope 


Binder Twine 

Clothes Lines 

Wrapping Twines 

Jute and Paper Wool Twines 
Sash Cord 

Chalk Lines 

Plumbers Oakum 
Etc. 


No house in the business is in better position to take care of your 
wants. We always carry a large complete stock at Cleveland and the 
central location of our mill enables us to give you quick service on 
your unusual needs. 


Our brand on Rope or Twines is everywhere accepted as a guarantee 
of the quality. Why experiment with unknown hard to sell goods. 


The Geo. Worthington Co. 


Established 1829 
Cleveland Ohio 
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Joun M. Gray, Jr., Present W. A. Griswoip, SECRETARY 
Houston Dubey, Vice-PRESIDENT H. T. Hitt, TREASURER 






GRAY & DUDLEY COMPANY 


MANUFACTURERS AND 
DISTRIBUTORS OF 
HARDWARE, STOVES, RANGES, HARNESS 
AND ASSOCIATE LINES 




























NASHVILLE, TENN., 9/26/24. 








— A 
Hardwa Arve, 
o ’ KT 7 & hp 
239 West 39th Street, 
AT ax V 5 y 
New York, N. Y 


Attached is copy of an article written by the 
writer published in our General Letter to salesmen and employ- 
, of this week, in which you will note that we are offer- 

ach of our salesmen a copy of "Forty Years of Hardware" 
by Mr. Saunders Norvell for securing ten new customers. 
We all agree that it would be to the advantage of 
the hardware jobbers to have every employee to read "Forty 
Years of Hardware.” 














Yours very truly, 


GRAY & DUDLEY CO. 


Gi 


Vice-President. 


e 


HD ° 
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Here Is the Plan M ‘i SAUNDERS NORVELL has lived the life he so 


G d Dudl C 1 tee venga oo He has been a stock boy— 
, uaie ompan " traveling salesman—sales manager—president of a 
As announced by = y P y nationally known hardware jobbing house—and today 
in their General Letter to Salesmen— chairman of the board of a great national drug concern. 
Hie has the happy faculty of telling a story well—of 
painting vivid word pictures of men and events, inter- 


We have decided to put on a campaign for new cus- spersed with riarratives, bits of philosophy, and sage, 
tomers during the month of October. We wish to con- sound advice. 
tinue to sell all of our old customers, but if we —- Norvell's wealth of experience and human interest are 
made eloquent for you by his genius as a writer. r. 
to grow we — add a lot of ae a an ~ a Norvell’s writing ability is referred to by Mr. F. R. 
are going to devote some time an oug uring Goodell, Sales Manager of the Congoleum Company, as 
month of October to getting new customers. follows: “Saunders Norvell is certainly a wonderful 
writer in addition to being one of the outstanding sales 
To every salesman that sells ten or more new customers geniuses of the country. | There ie 20 Som = the in- 
. : : spiration to be obtained from suc ooks as ‘The Amer- 
during the month of October we will give a copy of icanization of Edward Bok’ and I think that Mr. Norvell’s 
Saunders Norvell’s new book, just | off the press— book, in a way, is even more valuable to a man in the 
“FORTY YEARS OF HARDWARE.” selling end of business.”’ 
This new book will be read by practically every up-to- Li « Me cacntemeige 2 ? Oe ee 
date hardware man in the United States, and each of tory will be illustrated with 
our salesmen should have a copy—in fact, we are fine sketches of events and 
anxious to furnish them a copy and have adopted this scenes, as Wel a8 pnoto- 
. aph 
plan of doing so. “FORTY YEARS OF HARD- ee a 
4 ; : 
WARE” has been running each week. in HARDWARE ne Gemnet. tn teliee, : te 
AGE for the past two years and is now being published edition is limited. Wise re- 
in book form. Mr. Saunders Norvell is the most noted Camere. wabteaniere i aS if 
P : Saiesmen o not wan e ie 
and the best writer the hardware fraternity has ever without thin aveatest srr u 
produced. of the hardware business Ry 


and of hardware selling. It 
HARDWARE AGE a he aa ae” 


written. SAUNDERS NORVELL 
239 West 39th Street NEW YORK 
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OR seventy-one years, Smith and Wesson has striven 

for the highest ideals of business practice: integrity 
in manufacture, fidelity to dealers and their customers, 
dependability in the performance of each product; unfal- 
tering endeavor for more than three-score years toward 
the accomplishment of these aims has earned an inter- 
national confidence in Smith and Wesson arms. 


SMITH & WESSON 


Manufacturers of Superior ‘Revolvers 


SPRINGFIELD 
MASSACHUSETTS 


Catalogue sent on request. Address Department N. 








No arms are genuine Smith & Wesson Arms unless 
they bear, plainly marked on the barrel, the name 


SMITH & WESSON, SPRINGFIELD, MASS. 


Western Representative: 


Andrew Carrigan Company, Rialto Bldg., San Francisco, Cal., Los Angeles, Cal., Seattle, Wash. 
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If you could appoint yourself 
a Committee of One 


and visit all the machine shops, auto-repair shops 
and carpenter shops in your community you'd 
emerge with a new respect for the phrase «It’s a 
Starrett.” Men whose bread and butter depends 
on the speed and accuracy of their work know 


the tools they can trust. 


Write for Catalog No. 23 “A” 


THE L.S. STARRETT CO. 


World’s Greatest Toolmakers 
Manufacturers of Hacksaws Unszcelled 


ATHOL, MASS. 


INSIDE MICROMETER SET No. 124 


Accurate, beautifully finished, easy and positive 
in setting, and built to stand the gaff. A tool that 
a real machinist is ‘proud to own. 
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“A Serviceable Economy’ — 
The Keynote of Our Policy 


The NATIONAL method of distribution represents service 
that has been enjoved by many important dealers since this 
Company was organized in 1901. Our policy of selling direct 
to the retail dealer has enabled us to eliminate certain exces- 
sive costs and also permits immediate shipments from com- 
plete stocks without substitution. 


\\ ith economical production and high quality goods we have, 
in many ways, successfully assisted our distributors in secur- 
ing a greater percentage of the retail business. “Merchandise 
of exceptional merit for the hardware dealer’s market’—has 
been our aim and is part of our policy. Merchandising prob- 
lems are making way for merchandising possibilities with Na- 
tional products. 

The present opportunities for selling Builders’ and Garage Hardware 
have been woven into the copy of our advertisements on this page from 
time to time. Many are taken from actual experience and have pointed 
out many live prospects for our distributors. 

Mr. Dealer: You are invited to investigate our interesting proposition 
at any time. Drop us a line at your convenience and let us help you 
increase your sales, 





National “Big 4” 
Flexible Door Hanger 


NATIONAL MANUFACTURING COMPANY 


STERLING, ILLINOIS 








The National “Big 4” 
Barn Door Hanger is 
one of the important 
sellers that is giving 
satisfactory service to 
small farm owners as 
well as on large country 
estates. 


Built on extremely heavy 
lines, but of the sim- 
plest construction. Made 
entirely of steel with 
anti-friction steel roller 
bearings, 

It is both flexible and 
rigid. When door hangs 
in normal position the 
Hanger is perfectly 
rigid. At the same time 
it will take up a bump 
hy swinging out in case 
the door receives a 
push, 

Method of Packing 
“Big 4’ Hangers 
One Pair with neces- 
sary bolts for attaching 
are put up in attractive 
boxes. tag is also 
enclosed giving a list of 
articles to be used to 
equip each door, Packed 
for shipping—One Doz. 

Pair in Case. 

We also can furnish a 
“Life sized’’ Model for 
counter displ which 
shows Hanger, Rail and 
Latches in actual opera- 
tion. 


Order Shipped the 
Day Received 
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Persistency 


Gaal CIENCE tells us a small cork swinging on a silk thread has the power to cause a 
ae “ees half-ton I beam suspended on chain to vibrate and sway within thirty minutes. The 
>ycork swinging against the beam strikes approximately the same point each time and 
“Sin fifteen minutes you hear a slight hum from the steel. Within the thirty minutes 

there is a perceptible swaying motion and the beam will begin to swing slowly with the cork. 
Such is the potential power of persistent merchandising, which drives home continually at one 
3 point of contact. A difficult location, customer or line may be completely overcome by intelli- 
a gent persistency. Let this fact from science teach you that your newspaper advertising, cir- 
3 cular letters, and sales work must be persistent and directed at one point. This one point may 
cover your entire merchandising policy, an entire stock of goods, but whatever it embraces, be 

PERSISTENT. 
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, Averaging $1000 a Week 
* in Winter Radio Sales 
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wood, Ohio. 


operator. 


LARENCE EUCHER, lover of the outdoors, and experienced in the construction and 
merchandising of radio, pitches horseshoes for recreation—that is, between radio 
programs. The horseshoe has no bearing on this story except that it is a symbol of 
good luck. Clarence has combined study with effort and has had very good luck sell- 
ing radio equipment in the hardware store which he and his father operate in Lake- 


In 1912, a severe storm tore down all communication lines to and from Cleveland, 
The fifth city was isolated from the outside world. A Cleveland newspaper secured 
the services of Mr. Eucher and had him receive via a crystal set news bulletins 
which were wirelessed from Chicago and St. Louis. Only by this expediency was Cleve- 
land able to learn the news of the day. Mr. Eucher has also served as a commercial 











the otherwise dull period which follows the 
Christmas rush. 

Radio sales are best in January, February and 
March—the three months which are not heavy hard- 
ware selling months, says Clarence Eucher who is 
associated with his father in the firm of J. C. Eucher 
& Son, Lakewood, Ohio. Young Mr. Eucher gives his 
radio department special attention and last year his 
sales were $10,000. Five years ago he put in his 
first radio stock and sold $1,500 worth of equipment 
that year. 

Last February his radio sales averaged $1,000 a 
week. In July and August which are considered poor 
radio months his sales averaged better than $25 per 
week. In July of this year he sold two $298 sets 
which he did not include in the $25 a week average 
sale. 

Eucher gives no guarantees but gives unlimited 
demonstration, preferably in the home of the prospect. 
He keeps a good set working in the store to attract 
attention and comment. He encourages every prospect 
to tune in stations, just to prove that it is a simple 
accomplishment, for even the unskilled. 

“Be non-technical in your sales talk,” says Clarence 
Eucher, “avoid the confusion which always follows a 
talk on circuits and special parts. Carry a reputable 
line and push it as such. Select your sets carefully 
but depend upon the factory engineers to work out 
the best practices. Tell your customers that every 
item you stock was selected because you saw merits 
in the line. Tell them your radio stock was picked 
with equal care. 


A ‘the 0 department keeps up the sales curve in 
= Ss 


“Above all, tell the truth. Do not exaggerate be- 
cause you will find it easier to sell when you tell only 
the truth. Avoid extravagant claims on distance and 
volume. When you first show the set have it work, 
but don’t tune in too sharp at the start. Sell the cus- 
tomer first on less than full efficiency, then sharpen 
up on the tuning to show what a fine set you’re selling. 
The customer will be surprised and pleased and the 
sale clinched.” 

Eucher puts a set in the home on trial and only one 
in ten will permit him to take it out after leaving it 
there for a week or so. Mr. Eucher does considerable 
experimental work because radio is a hobby with him. 
But he does not let his own findings spoil his selling 
methods. 

Selling radio is a strictly merchandising proposi- 
tion, and technical talks on hook-ups, etc., confuse the 
customer and lose sales. 

Continuing on the theme of no-exaggeration, Mr. 
Eucher says: “Don’t start your story with a lot of 
promises on what the set will do, and then when it’s 
installed have to ‘stall’ yourself with a lot of ‘ifs’ 
and ‘ands’ about atmospherics, etc. Be intelligently 
moderate in your claims and let the set sell itself as 
much as possible.” 

Eucher’s radio stock is well assorted. He also has a 
good supply of first class parts for those who build 
their own sets or for the man who wishes to augment 
a stock set with some arrangement which he believes 
wili help reception. 

Lakewood is suburban to Cleveland, which has three 
very fine broadcasting stations. At practically all 
hours there is some program on the air. 








Remember: In Radio Merchandising, you don’t have to be a Bear Cat on 
Technical Stuff—plate impedance, phase angle of condensers, etc.—your cus- 
tomers wouldn’t know what you were talking about anyway. Familiarity with 
the intricacies of high frequency is important—when it has to do with stock turn- 


over. 
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Two of Eucher’s Radio Displays 


n Sui" 


agso 


4 ys j ee 
on ee 
~&™ sne* is 4 ) : 
; aes P arg EE ih: kd fi : 
rei iy 4 by * 
av | evEREADY ' 


} $ 


‘ LP 
’ x J 





An electric sign in the display window is one of the means by which J. E. Eucher & Son, Lakewood, Ohio, arouse inter- 
est in the radio department. This company has been very successful in the sale of radio and in the story on the opposite 
page we.tell you something of its sales-building policies 





A section of the radio department of J. E. Eucher & Son, Lakewood, Ohio. This company carries not only a goodly 
stock of parts for the fans who build their own receivers, but also a representative stock of completed sets. Clarence 
Eucher, head of the company’s radio department, is the man responsible for much of the company’s success in radio 
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$50,000 a Year in Electrical 
Merchandise Sales 
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Remarkable Growth of Electrical Department of the 
Summit Electric & Hardware Co. 


ware Co., Inc., Buffalo, N. Y., had developed its 

electrical goods department to a point where that 
section represented one half of the firm’s business, 
necessitated doubling the floor space and also the pres- 
ent compound name to truly state the nature of the 
business. William F. Bender, secretary and treasurer of 
the firm, is the man directly responsible for the com- 
pany’s success, so we made haste to see him. 

Sure enough, the firm has two full size stores on 
Main Street, corner of Fillmore Street. The one half 
is devoted to general hardware, paints and sport goods 
and almost an entire half is given over exclusively to 
the merchandising of radio and electrical equipment. 

In the electrical department you are impressed by 
the neatness and completeness of the goods displayed. 
Three tables are placed diagonally across the open 
space. Two show radio sets of the expensive types. 
The third table has seasonal electrical goods such as 
fans in the summer and heaters in the cooler months. 


$50,000 a Year 


Last year this electrical department did $50,000 
worth of business. Half of this was in appliances, 
wire and sundries, and the other $25,000 was in radio 
equipment. In one week Bender sold four washers, 
one ironer, and one refrigerator. These six sales rep- 
resented more than $1,000 in major appliances. The 
electric refrigerator sells at about $600 alone. This 
is not stocked, but is sold from photos supplied by the 
manufacturer. In the course of a year this firm sells 
200 vacuum cleaners, twenty ironers, twenty-five elec- 
tric heaters, six electric ranges, and many dozens of 
irons, toasters, curling irons, waffle irons, lamps, heat- 
ing pads and such fast selling items. 

Two men are out all the time selling washers on a 
commission basis. Mr. Bender has tried in his own 
home every electrical and radio item he sells. He can 
truthfully and enthusiastically say, “I have found this 
particular equipment very efficient in my own home.” 
He tells us this is one of his most effective seHing 
arguments. 


Svar one told us that the Summit Electric & Hard- 


Sells the Large Bulb User 


In selling electric bulbs Mr. Bender has made some 
real money. He, like many other dealers, has a large 
consignment contract with the lamp manufacturers. 
He, in turn, makes or lets sub-contracts to factories, 
theaters, and other large users. He finds his sub- 
contracts with the factories a mighty profitable con- 
tact for the subsequent sale of electric soldering irons, 
wire, outlets, sockets and countless other incidentals 
which these firms must buy in large quantities. 

His sale in the miniature bulbs for auto and flash- 
light use totals about $500 a year. 

A limited supply of electrical novelties have helped 
attract trade. By this we mean perfume burners, 
cigar lighters and such goods. When the bobbed hair 


craze first struck Buffalo, the Summit Electric & 
Hardware Co. sold six dozen curling irons in about a 
month. 

In the chilly weather an electric heater is kept go- 
ing all day. It is placed near the door so that people 
who enter are impressed by the contrast of the warm 
glow. When they come from the chilly outdoors and 
are met with a sudden pleasant warmth they are 
bound to be impressed with the efficiency of the elec- 
tric heaters. Bender has used one of his own electric 
heaters for five years in his own home. He never 
fails to mention this when selling heaters. 


Wiring Is Separate 


Entirely separate from his merchandising depart- 
ment Mr. Bender maintains a seven-man wiring and 
technical department. This section has a shop in the 
rear. Books are kept separate and it is in fact, prac- 
tically a different business, where repairs are made, 
installations handled and estimates on wiring and re- 
pair work given. 

Installs Radio Sets 


In selling the higher priced radio sets Bender pre- 
fers to install them on a time charge basis. In this 
way he is sure that the set will be properly started 
and connected. He has sold radio sets to the men in 
the firehouses not only in his own neighborhood but 
also in the adjoining small towns. He advertises in 
the community and small town papers, keeps his store 
open at night and features that fact for the out of 
town customers. 

One of his wiring department men has been drafted 
for radio service work. This man studies every set 
made and is available until eight or nine to repair or 
replace batteries or other equipment. 


Batteries Tested Free 


Batteries will be tested free at all times at this 
store. Customers are invited to avail themselves of 
this service. They do and are frequently sold addi- 
tional equipment and sometimes such contacts lead to 
a sale of a battery charger. 

While the sales staff avoids technical talks on radio 
the service man is available to repair or change sets 
on a time charge basis. He is kept in the background, 
however, and does not become an expensive informa- 
tion bureau. Sets left for his attention are worked 
over and tried, fixed, if possible, and the service 
charged for. 

Radio Trade to Increase 


Last year’s radio sales were about $25,000. This 
year Bender expects the figures to pass the $35,000 
mark. He has been carrying electrical and radio goods 
for five years. His first annual total was $5,000. 

The electrical section of the business has two win- 
dows. One is used for radio displays and the other 
for the display of general electrical goods. 
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W here $50,000 in Electrical Merchandise was Sold 
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The Summit Electric & Hardware Co. of Buffalo, N. Y., has met with such success in radio and elec- 
trical merchandising that these departments are now housed in separate buildings. This illustration 
shows the radio department with a part of the lamp section in the background 


a 


When lamps are shown as ' attractively as indicated in the above illustration, the merchandise is seen 
to much better advantage and sales are naturally larger. The electrical merchandise sales of the 
Summit Electric & Hardware Co. last year reached a total of $50,000 
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Making the Feathers Fly 


with 
Electrical Merchandise 


T is human nature to like to see “the wheels go 

’round,” but A. Bartsch of the Peaslee Hardware, 
~~ River Forest, Ill., has proved that watching the 
feathers go ’round is an equally fascinating pastime. 
Mr. Bartsch used his ingenuity in constructing a mo- 
tion window display which caused a great deal of 
interest, the mechanism of which consisted simply of 
a vacuum sweeper, a box and a lot of feathers. 

Taking an old wooden box about 30 inches long, 
18 inches wide and 15 inches deep, he half filled it with 
feathers from an old pillow. He then covered the open 
top with a piece of window glass held in place with 
some light molding. Then the box was turned on its 
side and a slot, slightly smaller than the intake 
opening of a vacuum cleaner, made in the center of the 
side now forming the top. 

| 3 Hee tks Next a vacuum sweeper was taken out of stock, the 
ae i mee ae brush removed from the intake and the dust bag dis- 
si | : eo connected and the bottom tucked in back of the ma- 
chine. The sweeper was set on top of the box, so that 
the intake covered the slot and was also held in place 
by light molding. The attachment hose was then 
connected directly with the machine where the dust 
bag ordinarily is, run around the end of the box and 
the other end inserted in a hole bored toward the front 
and close to the bottom of the box. 

That is all there was to it mechanically—when the 
current was turned on, the feathers were drawn 
through the slot in the top, around through ie hose 
and back into the box. The result was a swirling 
mass of feathers that had the appearance of a small 
caged-in tornado. 

The contrivance was used as a center piece in a well- 
arranged electrical appliance window and the sales 
a we. volume of the week that it was in is proof that it 
A display of this kind in your window will make attracted attention. 
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the “feathers fly” and sell electrical merchandise. 
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“U.S.S. Hardware’ Scores A Hit 


N | AVY DAY will be over when you read this 
story but here is something that the hard- 
ware firm of Chas. Brown & Sons, 871-75 

Market Street, San Francisco, Cal., did recently 

to display some of the lines it carries and at the 

same time make its window distinctive. 

The photograph of the miniature battleship 
shown on this page was made by the employees 
of the Chas. Brown & Sons firm entirely from 
hardware articles taken out of stock. Needless 
to say the window attracted more than ordinary 
attention, and drew a number of persons into the 
store that otherwise would not have stopped. 

Any hardware man in the country can arrange 
a display of this kind and be sure of attracting 
attention. It is a good advertisement for your 
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store. How many of the hardware items com- 
prising this battleship can you identify? 

The sides of the ship are long two-man saws. 
The basket masts are toy railroad tracks. The 
observers’ platforms at the top of the masts are 
good old fashioned, masculine spittoons, and the 
cover or roofs over them are inverted small cake 
moulds. The smoke stack is galvanized stove 
pipe and the smoke is steel wool. The gun 


turrets are bread boxes and pudding dishes. The 
guns are hose nozzles. The crane, beside the 
smoke stack, is simply a shelf bracket. ‘The 


air-drafts are pipe elbows. The water beside the 
ship is oiled silk cloth, How many other items 
can you pick out? 
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How many articles of Hardware can you identify on this ship? 
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An Answer to Correspondents 


By Saunders Norvell 


WARE AGE as a recreation after more serious work 

and are usually in a lighter vein. There are no 
ulterior motives. I must confess that I have not 
gathered the idea, as suggested in some of the let- 
ters from my hardware correspondents, that it is my 
duty to uplift the hardware trade. Hardware men 
may need uplifting but I am too well aware that I 
have not the qualifications to attempt this task! 
Then, again, from my contact with hardware men I 
think that spiritually, morally and physically, they 
average up pretty well. I believe that the hardware 
man has to work so hard making a living that as a 
general rule he has not much time or money or extra 
strength to do much philandering. There is one 
good thing about the Tired Business Man. He is 
usually too exhausted when the day’s work is done 
to go very far wrong! 

When I agreed to write these articles, I did not 
anticipate that the correspondence these articles 
would bring about would take far more time and 
thought than the writing of the articles themselves. 
However, this correspondence has been interesting. 
It gives one an angle on the Zeitgist of the hardware 
trade—in other words—on what hardware men are 
thinking about. It also gives one an intimate cross- 
section of human nature that to a would-be student 
of human nature is always illuminating. 

Most of the letters I receive are very pleasant, 
friendly ones. Many of them ask advice on business 
problems. Now and then a letter is intensely per- 
sonal. One well-known hardware man, for instance, 
writes me that he was just about to make a serious 
personal mistake and to commit a grave error when, 
happening to read one of my articles, he was led to 
think over what he was on the verge of doing and so 
he stopped in time. This man writes me, expressing 
his appreciation of a very intimate story I told in 
“FORTY YEARS OF HARDWARE.” 

In the same week I received this letter I received 
another in which I was severely criticized for telling 
some of these personal stories. This correspondent 
writes that if R. R. Williams, the beloved Christian 
editor of The Iron Age, had ever read these install- 
ments of “FORTY YEARS OF HARDWARE,” he 
would have blue-penciled some of these personal 
stories. 

There you are! Two letters on the same subject, 
the same week, written from two entirely different 
viewpoints. Now the curious thing is that I agree 
with both writers. One writer had his attention 
called to the dangerous path on which he had started. 
He decided to quit and he was no doubt very wise in 
his decision. 

I also agree with the other writer that my beloved 
friend, Mr. Williams, would very likely have blue- 
penciled these stories. Mr. Williams was educated 
for the ministry. If I am not mistaken, he was an 
active minister of the gospel for a number of years. 
I do believe I would have had some trouble in getting 
a number of my articles by him without the use of 
his blue pencil! I do not know of any man I ever 
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met for whom I had a greater veneration, respect and 
affection than Mr. Williams, but the fact remains 
that he was one kind of man while I am another. 
His education in life had been along certain lines. 
My education and experience have been along en- 
tirely different lines. I am quite sure Mr. Williams 
himself, if he were alive, would have been tolerant 
of my shortcomings. At least when he was alive, I 
never attempted to conceal any of my weaknesses 
from him and up to the time of his death we were 
intimate friends. 

One curious correspondent writes, inquiring why 
I wrote “FORTY YEARS OF HARDWARE” and why 
I write these weekly articles in the HARDWARE AGE. 
He is interested in knowing whether I intend to re- 
turn to the hardware business and whether I am 
using this publicity to prepare the way for my next 
hardware move. This gentleman gives me credit for 
a worldly wisdom that I do not merit. I never expect 
to return to the hardware business for two very good 
and sufficient reasons, one being that I am too old to 
go into a “new” business and the other, that I am 
entirely too deeply involved in my present affairs. 

But the burning hot letter, right off the fire, came 
last week. It should have been inclosed in an asbes- 
tos envelope. It might have caused a serious fire 
and an enormous loss of mail in the General Post 
Office. It was very long. Apparently the writer 
had very closely read not only “FORTY YEARS OF 
HARDWARE” but some of the recent “SALES MAN- 
AGER” articles. It is evident that when he found 
he disagreed with me he did not quit reading. This 
fact is a balm to my wounded sensibilities! 

In this letter this hardware man inquires how the 
lady in the dance hall in Leadville could have 
preached a sermon on virtue. I see now that when 
I make a casual passing reference of this kind I 
should be more guarded or more explicit. I should 
draw a diagram. My friend would know more about 
this lady, but I regret to say that all this happened 
some thirty years ago. I was quite young at the 
time and the lady was middle-aged. No doubt since 
then she has gone to her reward, and somehow I 
believe that her punishment will be tempered with 
mercy. She did preach the best sermon I ever heard 
on virtue. As I wrote before, she made a mistake. 
She went downhill. She had been a very beautiful 
woman. As dissipation marred her beauty and at- 
tractiveness, she drifted from a large eastern city to 
western cities. Finally she landed in this dance hall 
in Leadville. That was at a time when mining was 
booming. Life in Leadville was rough in those days. 
This woman preached a sermon on the depravity of 
man and the folly of vain girls who wish to lead an 
easy life. I repeat, it was the best sermon on virtue 
I have ever heard. This woman had enjoyed high 
social position. She was intelligent. In the begin- 
ning she had refinement. She was well educated. 
She stood four-square and face to face with the 
degradation that had followed her first mistake. I 
am still of the opinion that this woman, by reason 
of her personal experience, was better qualified to 
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preach a sermon on this one subject than those who 
have been more fortunate, through greater strength 
of character or because of not having been tempted 
at the one fatal moment. However, I should possibly 
have kept this sermon to myself and not referred to 
it in a “SALES MANAGER” article. 

My correspondent wants to know what business I 
had in this dance hall. If my very religious friend 
had visited the mining camps in those days he would 
have discovered that frequently the only place where 
men could be warm and comfortable in some of these 
mining camps of an evening was in a saloon, a gam- 
bling place or a dance hall. In those days such 
departments were all on the first floor of the hotel 
and were a part of the hotel management. Of course, 
a young salesman after his day’s work might have 
proceeded upstairs and gone to bed to keep warm, 
but, unfortunately, most of the young salesmen I 
knew didn’t! 

My correspondent tears me to tatters because I 
told the story of taking a rather aged customer from 
the West out to see some of the sights in New York. 
Charles A. Dana, the celebrated editor of The 
Sun, once remarked to a gathering of young re- 
porters that the best news was something that was 
unusual. “For example,” he said, “if a dog bites a 
man, there is nothing unusual about that. Do not 
write about it, but, of course, if you should find a 
case where a man bites a dog, that is news. Grab it.” 

Now, you see, if it were my custom to entertain 
aged customers every night in the week it would not 
be news. It would not occur to me to write about it, 
but I live a very simple life out in the country near 
New York and it is very seldom that I have had the 
pleasure of entertaining an aged customer, as I did 
on this occasion. It was an exciting and amusing 
event and so I wrote about it. 

This correspondent objects to my saying that the 
music and the dancing I saw and heard gave me the 
real thrill of surpassing beauty. I am sorry that I 
can not truthfully take back a word that I wrote. 
The music was Chopin’s “PRELUDE.” It was ar- 
tistically performed by some undiscovered musician 
of genius. Possibly this musician may some day be 
leading the orchestra at the Metropolitan—who 
knows? The dancing in this number was also ex- 
ceptionally graceful and, notwithstanding the sug- 
gestion by my correspondent that the dancers were 
lewd, painted creatures, I must state with regret 
that they were not much painted and, strange to say, 
were very fresh-looking, beautiful girls. This to me 
was a surprising fact. That is why I wrote about 
it. If the music and the dancing had been second- 
rate, and if the dancers had been disreputable look- 
ing and painted, I am sure I would not have been 
impressed. | 

When I was young I used to sit on Sundays in a 
handsome church where I much admired a lovely 
stained glass window which had been donated to the 
church by a prominent living merchant. It was a 
very expensive window and I regret to say that fre- 
quently my mind wandered from the good sermon 
that was being preached to the sunshine streaming 
through this enchanting window. It was exquisitely 
done by a renowned artist and the beauty of the 
window was an inspiration. However, when the 
head bookkeeper who worked for this prominent mer- 
chant informed me it was the custom of this man 
every year to balance all accounts by making a credit 
entry against all claims on these accounts that had 


HARDWARE AGE 47 


not been taken by the customers, crediting the total 
to Profit & Loss, and taking a fresh start in the new 
year with the accounts balanced, somehow, even in 
my youthful mind, I separated the beauty of the 
stained glass window from the character of the mer- 
chant who did not write his customers and tell them 
that through inadvertence they had left a credit on 
his books! To be sure, the customers of this mer- 
chant were not aware of the fact that they them- 
selves deserved credit for this beautiful window! 

The point of this story is that I am certain from 
what I know of the character of the gentleman who 
donated the stained glass window he would have 
criticized my elderly friend who went out to see the 
dancing, but at the same time I do not think my 
elderly friend would have swiped the unclaimed credits 
remaining on his books! 

Here, naturally, are two standards of ethics. I am 
inclined to feel that when the great Day of Judgment 
comes, when the sheep are separated from the goats, 
there will be some big surprises, just as promised in 
the New Testament! 

This correspondent reminds me of a very good 
religious aunt I once had. She was very active in the 
church. The fame of her piety was known, not only 
throughout the family, but in our church and in our 
city. As a boy I can remember seeing her sit at the 
family table. She had a very serious face. When 
the conversation would pass from one to the other in 
our large, happy, careless family, she took small in- 
terest until some little story was told in fun about 
some of our neighbors. If this story was derogatory 
she immediately came to life and wanted to know all 
the details. As a boy I observed that she always 
placed the worst possible construction upon the story. 
The family would quickly pass on to other things, 
but this aunt would again and again return and ask 
more questions about the neighbor who had fallen 
from grace. Even asa boy I wondered why the mind 
of this good aunt of ours always grasped, with such 
avidity, a bit of scandal. In later years, in an in- 
discreet and joking mood, I told her of this charac- 
teristic. She was furious. She never had any use 
for me afterward. When Christmas came I was left 
off her list! 

Recently I received’ a letter from another reader 
of “FORTY YEARS OF HARDWARE” asking about 
my religious convictions. This correspondent was 
very insistent that I reply to certain direct questions. 
He stated that in “FORTY YEARS OF HARD- 
WARE?” I started out splendidly_that he very much 
approved of my boyhood and my boyish ideals. He 
said he looked forward to a wonderful development 
of character as the story progressed, but it seemed 
to him that as I got along in the world I appeared 
to have, in a religious way, got lost! He insisted 
upon knowing exactly where I stood at the present 
time. He numbered his questions and commanded 
me to answer them ad seratum. I did not know 
when I began that the stipend allowed me by the 
HARDWARE AGE was to include a theological treatise, 
nor can I understand just why my personal religious 
beliefs should be of any general interest to this par- 
ticular merchant or to the hardware trade! I wrote 
him gently in reply, but have not answered his ques- 
tions because really I am still thinking about them. 

A good many of us as we progress in life do, in a 
sense, get lost. I am reminded of a chemical lecture. 
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T HE profitable items in the retail 
store are those for which nearly 
every customer has a use and if not 
only one use but several are evident 
that item becomes all the more profit- 
able. Abundance of uses means quick 
turnover and large volume of sales. 
Not the least of such items is the handy 
roll of friction tape which during the 
past few years has become an article 
of general utility. 

Some people call it electric tape be- 
cause it is used in large quantities by 
electricians for insulating joints and 
winding exposed wire surfaces. It is 
also called “insulating” tape but the 
name by which it is correctly known in 
the trade is “friction tape.” The term 
friction springs from the characteristic 
nature of the tape itself—of adhering, 
one layer to another, with a strong 
friction quality. The same term is used 
by rubber manufacturers in referring 
to the strength between the plies of a 
garden hose, a rubber belt or any piece 
of manufactured goods where rubber- 
ized surfaces are united. Garden hose 
and belts are, of course, vulcanized or 
baked because the serviceability of the 
product depends upon the strength 
which the union of the two surfaces de- 
velops. 

Friction tape, on the other hand, is 
one of the very few items in the rubber 
‘ine which is not vulcanized. As the 
manufacturers say, it is an “uncured” 
product—the term of curing is synony- 
mous with vulcanizing. A moment’s 
thought will make it quite clear why 
friction tape is not vulcanized. The 
process of vulcanizing involves the 
mixing of the rubber gum with sulphur 
and subjecting it to heat for a period 
of time. This adds strength to the rub- 
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“The article of a 1000 


Uses”’ 


By Lena M. Farrell 
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Rubber Co. 


ber gum and gives it life and resiliency 
just as baking changes bread dough 
from a soft, sticky mass to a firm tex- 
ture. Now in friction tape—a _ soft 
sticky quality is the feature most de- 
sired, hence the vulcanizing process is 








Some Uses for Friction 
Tape 


N every home friction tape 

has many uses. Why not 
suggest some of these in your 
window and interior display 
and in your newspaper adver- 
tising? It may, for example, 
be used on tools, bicycles, 
baseballs, bats, for mending 
leaking gas tubing and pipe, 
or garden hose, for temporar- 
ily stopping a leaking water 
pipe, for mending split han- 
dles and shafts of golf clubs, 
and for a vast number of other 


purposes. Suggest uses to 
your trade and boost your 
sales. Try it! 











omitted and the tap® is made and 
shipped with the natural “tacky” qual- 
ities of the fibrous vegetable gum. An- 
other reason why tape should not con- 
tain sulphur is because sulphur causes 
corrosion upon coming in contact with 
the wire. Sometimes friction tape is 
incorrectly referred to’ as “rubber” 
tape, thus confusing it with an entirely 
different product known as “splicing 
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compound” which is made without a 
cotton fabric base and is simply a thin- 
ly calendered strip of rubber gum. This 
kind of tape is used where high insu- 
lation resistance is necessary and it is 
wound around the joint or wire before 
the friction tape is applied. Being soft 
and yielding it solidifies, thus making 
a coating of solid rubber next to the 
wire, with the friction tape as an outer 
covering, thus making a_ thoroughly 
waterproof joint. 

A few years ago tape was sold large- 
ly in bicycle stores as it was considered 
a bicycle accessory. So many uses, 
however, have developed in late years 
that friction tape is now a staple ar- 
ticle in the hardware store and it would 
be almost impossible to enumerate the 
various tasks friction tape is called 
upon to perform. 

Recently one of the large soap manu- 
facturers offered prizes for new and 
unusual uses of their product. I saw 
some of the replies and frankly many 
were surprisingly instructive and not a 
few decidedly amusing. I do not know 
of any such an experiment being tried 
in the interest of friction tape, but I 
have no doubt that such a contest would 
bring to light an untold number of orig- 
inal, as well as practical, ways in which 
tape is being used. 

It is safe to assume, therefore, that 
every customer who comes into your 
store is a prospective user of tape. 
Perhaps it is one of those articles 
which need to be presented by a well 
displayed stock to serve as a reminder, 
and in this connection the attractive 
counter containers in which the best 
brands of tape are packed nowadays 
are an invaluable aid in this line as in 
many other kinds of merchandise. 








Another installment in the series of articles on store arrangement, management and mer- 
chandising by Frank Mappes will appear next week. 
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The Customer— 








HE customer is the “Man at the Neck of the 

Bottle.” He is the consumer, the user of mer- 

chandise; the one for whom all manufacturing 
is done, and to whom all distribution and selling are 
directed. 


If the customer buys freely, business is good. If 
he refuses to buy, business halts. If he buys a certain 
manufacturer’s line, that manufacturer prospers. If 
he does not buy it, that manufacturer fails, and in 
each failure the jobber and the retailer share. 


To the consumer, the retail store represents his 
source of supply. The merchant and his salesmen 
represent his source of information and service. He 
judges his source of supply mainly by the man with 
whom he makes his buying contact—the retail sales- 
man. He instinctively looks to that man for advice 
on what he shall buy, as well as for service. If the 
salesman is deficient in either knowledge or service, 
the store suffers, the wholesaler suffers, and the manu- 
facturer whose goods that store handles likewise suf- 
fers. 


The customer is all important. Without him there 
would be no manufacturing, no distributing, no sell- 
ing. Yet his importance but emphasizes the import- 
ance of “The Man in the Neck of the Bottle’—the 
retail salesman. In considering one the other must 
also be considered. 


The manufacturer, the jobber and the merchant, 


The Man at the 
Neck of the Bottle 











all have their responsibility in regard to the con- 
sumer. They owe him several specific debts. 


The manufacturer owes him good merchandise, well 
made, and reasonably priced, that will give him the 
maximum of pleasure and service. The jobber owes 
him a distribution that will allow him to buy what 
he needs, without too heavy a toll on his purchases 
for that distribution. 


The merchant owes him good merchandise in ade- 
quate amount and range, at a reasonable price. He 
further owes him courtesy, service and aid in the 
selection, use and care of what he buys. 


Collectively, they owe him a fund of information 
transmitted to him through their contact point, the 
retail salesman. They owe it to him to so educate 
the contact man that he can properly display, explain 
and sell the merchandise the customer should buy. 


The obligation of the manufacturer and jobber in- 
cludes the training of their representatives to sell the 
resale of the goods to the retail merchant’s salesman 
as strongly as they sell the distribution of those goods 
to the merchant himself. 


The ultimate aim of merchandising is satisfied cus- 
tomers. To accomplish that aim all the factors in 
merchandising must work together, fairly, honestly, 
intelligently. The rewards will be in proportion to 
how well each cooperates. 
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Bright Outlook For Hearings On Price 
Protection Bills 


Repeal of Income Tax Publicity Law Urged—National 


Chamber of Commerce Demands Fair Play 


for Legitimate Trade Associations 


WASHINGTON, Nov. 24, 1924. 


HE final session of the Sixty- 

i eighth Congress will open one 

week from today. It will end by 
constitutional limitation at noon on 
March 4 next. 

All reliable indications point to a 
legislative program consisting almost 
exclusively of the annual budget bills 
and a few collateral measures necessary 
for the maintenance of the Federal Gov- 
ernment. Here and there this line may 
be broken over, but at this writing there 
is no reason to believe that any impor- 
tant measure of general interest to the 
country will be enacted during the ses- 
sion. 

Congressmen Give Pledges 


The prospect that hearings will be 
granted on the price protection bills 
during the coming session has bright- 
ened materially during the past fort- 
night. Many members of Congress in 
reply to appeals from constituents have 
pledged themselves to use their influ- 
ence with the chairman and members 
of the House Committee on Interstate 
and Foreign Commerce with a view to 
securing hearings, although in the ma- 
jority of cases it has been made clear 
in these letters that there is no prospect 
that a price protection bill will be 
actually passed during the short ses- 
sion. 

The most that the champions of this 
legislation hope for is a comprehensive 
series of hearings that will enable the 
business men of the country to get their 
views before Chairman Winslow and his 
colleagues, but it is also desired that 
after the hearings are concluded the 
committee will draft a well balanced 
bill based upon the principle which 
underlies all four of the pending meas- 
ures. 

For some months past efforts have 
been made by certain champions of in- 
dependent bills to endeavor to line up 
leading trade associations in favor of a 
single measure and against the other 
three. These tactics are unfavorably 


regarded by the experienced managers 
of this campaign, who believe that all 
discussion of the merits of particular 
bills should be reserved for the hear- 
ings before the committee and that to 
Chairman Winslow and his lieutenants 
should be intrusted the task of fram- 


By W. L. Crounse 


ing a measure that it is hoped will be 
satisfactory to all interests. 


May Report Bill Favorably 


It would be helpful to the campaign 
if the House committee should decide to 
make a favorable report upon such a 
bill even if it were not intended to ask 
for a vote on it at the short session. A 
favorable report would have considerable 
influence upon the House committee in 
the new Congress and would doubtless 
expedite action. 

In this connection I wish to correct a 
misapprehension that appears to have 
obtained lodgment in the minds of quite 
a number of my correspondents. It 
appears that a great many business men 
are under the impression that Senators 
and Congressmen who were chosen at 
the elections on Nov. 4 will take their 
seats at the opening of the session 
which begins next Monday. 

This is a very natural mistake. Some 
day Congress will have the courage to 
launch a joint resolution for a Consti- 
tutional amendment under which Sen- 
tors and Representatives will take their 
seats at the beginning of the first ses- 
sion of Congress following their elec- 
tion, when the issues upon which they 
have been chosen are still alive in the 
minds of their constituents. 


Still Ridden by the Incubus 


At present, however, a Congressman 
chosen in November does not take his 
seat until a year from the following 
December unless the President should 
summon an extra session after follow- 
ing 4th of March. It therefore happens 
that the Federal legislators who will 
meet next Monday will be the same old 
crowd that struggled along last winter 
and spring under the incubus of the 
stubborn opposition of the so-called pro- 
gressive bloc. 

The incubus will no doubt he as much 
in evidence as ever—probably a little 
more so—as this will be their last ap- 
pearance on the political stage for some 
years to come, the new Congress being 
of the same political complexion as the 
administration in both Senate and 
House, according to the latest returns. 


Postal Pay Bill Veto 


One of the first subjects that will re- 
ceive attention at the hands of the Sen- 


ate will be the veto message of Presi- 
dent Coolidge upon the bill increasing 
postal salaries. The President opposed 
this bill, not because it raised the postal 
pay, but because it made no provision 
for the necessary additional revenue 
to meet the proposed draft on the 
Treasury. 

It is among the possibilities that a 
drive to pass the bill over the Presi- 
dent’s veto will be made early in the 
coming session, but this plan is not fa- 
vored in conservative quarters, where 
it is believed that it will be wiser to 
allow the pending bill to die pursuant to 
the veto and then to bring in a new 
measure scaling down the proposed in- 
creases somewhat and providing a 
method of raising the necessary addi- 
tional revenue. As has been heretofore 
indicated, the only practicable method 
of increasing the postal receipts is to 
raise the parcel post rates, as the Sen- 
ate and House leaders are opposed to 
increasing either first-class postage 
rates or the rates on second-class mail, 
including newspapers, periodicals, etc. 


Will Not Seek Immediate Tax Cut 


President Coolidge has indicated dur- 
ing the past week that he will not seek 
at the coming short session any legisla- 
tion providing for tax reduction. This 
does not mean that no consideration 
will be given to this important subject, 
as intimations are already abroad that 
individual members of Congress will 
present resolutions providing for a 25 
per cent reduction in the taxes to be 
paid in 1925 on 1924 incomes. 

This project is predicated upon the 
fact that we now have a current annual 
surplus somewhere between $300,000,- 
000 and $400,000,000. The administra- 
tion, however, feels that the wiser pol- 
icy will be to defer action until it is ap- 
parent that in addition to the surplus 
recorded on July 1 last there will be an 
equally large margin on July 1 next. 

The Secretary of the Treasury will 
know where he stands on this point as 
early as April 1 next, and it is quite 
within the bounds of possibility that 
the President may urge tax reduction 
at a special session to be called next 
spring. Should a 25 per cent reduction 





(Continued on page 54) 








November 27, 1924 




















_ANN| 


‘| | 





TOLERANTLY ACCEPTED BECAUSE OF HIS SIZE —— 


ECOMING accustomed to things through toler- 
B ant acceptance permits the growth of customs 

and practices which often become extremely 
dangerous to the established order. 

This is true today of the peddler or house-to-house 
canvasser, whose operations have grown so rapidly 
during the past few years as to seriously menace the 
welfare of not only the retail merchants and their 
communities but of the manufacturers and distrib- 
utors through whom they are served. 

A baseball team in a small western town used to 
play every Saturday afternoon on a large open field. 
A fee was charged to pay the expenses of the visiting 
team and, as the field was not inclosed, this fee was 
collected from the patrons after they were on the 
field. At first only a few refused to pay and their 
refusal was passed over as inconsequential. But their 
number grew until there came a time when the 
amount collected was insufficient to pay the expenses. 
The home team went out of business, and the public 
lost an opportunity for pleasure. Meanwhile the busi- 
ness men suffered because the farmers took their 
Saturday trade to a neighboring town where there 
was a weekly ball game. 

In much the same manner the average retail mer- 
chant, without approving the practice, has closed his 
eyes to the house-to-house canvassers, easing their 
way from door to door. He has made only half- 
hearted attempts to curb their activities. He dis- 
counted the slight damage done by the first few ped- 
dlers who began calling on his family, his neighbors 
and his customers. Now he is discovering that these 
same peddlers, reinforced by others, are becoming 
frequent and regular visitors. The few dollars once 
taken out of his community have now become thou- 
sands. He is beginning to notice a decrease in sales 
and an increased overhead. 

Sales by house-to-house canvassers have in the past 
few years grown to enormous proportions—millions 
of dollars. Every sale made by a canvasser is a sale 
taken from some merchant—some retailer who is pay- 
ing heavy taxes to build up, maintain and protect the 
community in which that sale is made. Local mer- 
chants pay most of the local taxes. Without the 
revenue obtained from business men, many villages, 
towns and cities would be unfit places in which to live. 

Individually and collectively, the house-to-house 
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Time to Fight the 
Peddling Evil 


Through Tolerant Acceptance by Merchants 





the Peddler has Grown into a 


Community Menace 


canvassers pay but a small proportion of the neces- 
sary taxes. The silk stocking manufacturer, the 
brush manufacturer, and’ others who are selling mil- 
lions of dollars’ worth of their products through 
peddlers, undoubtedly pay their proportion of taxes 
in the locality where they live and manufacture their 
goods. But—they pay no taxes to the local tax col- 
lectors of other districts where their merchandise is 
sold. Meanwhile their canvassers are seeking to de- 
prive thousands of retail merchants of the local com- 
mercial protection for which they pay. 

Retail stores are “Public Service Stations.” Their 
continuance and prosperity are essential to the eco- 
nomic distribution of merchandise and the convenience 
of the people. The best interests of the general public 
are sure to suffer if peddlers selling special items are 


. allowed to curtail or destroy the business of the re- 


tail merchant upon whom the community depends for 
revenue and the people for needed everyday goods. In 
a broad sense the peddler represents a community 
problem as well as a business problem. 

It is time for retail merchants to sidetrack their 
attitude of tolerant acceptance and fight, individually 
and collectively, for their own best interests and the 
best interests of their communities. 








BUT — SEE HOW THE YOUNGSTER HAS GROWN 
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CURRENT NEWS 





International Standardization 


TIMI 





oi Bolts, Nuts and 
Wrenches Expected Soon 


A step leading to the establishment 
of a world standard for bolts and nuts 
was taken at a conference held in New 
York, Oct. 28, at which representatives 
of the German, Czechoslovakian and 
American national standardizing bodies 
were present. The conference was held 
under the auspices of the American En- 
gineering Standards Committee. 

Soon after the World War the Ger- 
mans adopted national standards for 
bolt and nut diameters and correspond- 
ing wrench openings, based on the so- 
called “United States Standard.” This 
was followed by similar action in other 
continental countries, which adopted 
the German work in principal dimen- 
sions. 

In the United States a large amount 
of work has been accomplished by a 
sectional committee on bolt, nut and 
rivet proportions, under the sponsor- 
ship of the American Society of Me- 
chanical Engineers and the Society of 
Automotive Engineers. As the subject 
is far reaching, affecting nearly every 
industry, there are more than 50 mem- 
bers representing 30 organizations on 
this committee. 


and 


The “United Scates Standard Bolts 
Nuts” foilowed by the Germans 


now represent less than 3 per cent of 


the production 








in this country. The | 


bulk of the present production, except | 
in the automotive and agricultural ma- | 


chinery industries, follows what are 
called “shop standards,” which have 
heads and nuts about 1/16 in. smaller 
than the so-called “United States Stan- 
dard.” The American sub-committee 
has proposed a series which is still 
smaller by about 1/16 in. 

The advantages and disadvantages of 
the three existing standards were dis- 
cussed at length. The European repre- 
sentatives stressed the importance of 
the export trade and the unsatisfactory 
conditions which result from competing 
national standards. They also pointed 
out the difficulty and expense entailed 
if they were to change their standards, 
which have now been adopted extensive- 
ly in Continental Europe. 

The desirability of world wide uni- 
formity in wrench openings was con- 
ceded by all as important, and a general 
international conference to discuss the 
matter was suggested. 





W. Va. Dealers Hear 
Eberly and Carson 


Seventy-five hardware dealers and 
friends attended a banquet of the Cen- 
tral West Virginia Association, held at 
Salem, W. Va., Nov. 12. Walter B. 
Wilson, Clarksburg, president of the 
association, presided. 

Fred Eberly, Spence Bag Stove Co., 
Martins Ferry, Ohio, outlined the vari- 
ous processes necessary in the manu- 
facture of stoves. His talk was very 
practical. James B. Carson, Dayton, 
Ohio, state secretary for West Vir- 
ginia and Ohio, outlined the growth of 
the organization and advocated strong- 
ly consistent attention and participa- 
tion in group meetings. 

Some hardware talent rendered solos 
and other entertainment. Plans were 
made at this time to make the 1925 
convention bigger and better, both in a 
business and social way. 








Dodge-Haley Moving 
to New Location 


Dodge-Haley Co., 218 High Street, 
Boston, heavy hardware, on or about 
Nov. 30 will remove to its new ware- 
house and executive quarters at 14-24 
Hurley Street, Cambridge, Mass. The 
company has been located on High 
Street for thirty-four years. The new 
warehouse is one and two-story, 200 x 
100 ft., and well equipped to handle ma- 
terial. It is located near the corner of 





First Street and runs through to Clark 
Street. The company is planning to 
take on new lines, including fine tools. 

The company was organized in 1840 
and incorporated under Massachusetts 
laws in 1905. Mrs. Levia G. S. Marvin 
is president, her son, Dr. Frank L. 
Marvin, treasurer, and Charles L. Fel- 
lows, vice-president and general man- 
ager. Charles A. Haines, formerly an 
officer in the company, has disposed of 
his holdings, but is retained as pur- 
chasing agent. 





New duPont Distributors 


The Carolina Portland Cement Co., 
Jacksonville, Fla., has been made dis- 
tributor for the complete line of duPont 
paints, varnishes, stains and enamels, 
covering northern Florida. 

The Trenton Paint & Oil Co., Tren- 
ton, N. J., will handle the complete line 
of duPont paints and varnishes in 
Trenton and vicinity. 


Vest Pocket Golf Guide 
Issued by Oliver Bros. 


Oliver Bros. Co., 74 Murray Street, 
New York, N. Y., purchasing agents, 
have published a vest pocket golfer’s 
guide. The pamphlet has illustrations 
and other helps for the novice or ex- 
perienced player who wishes to cure 
his playing of its imperfections. The 
guide is being distributed to interested 
parties with the compliments of Oliver 
Bros. Co. 








Will Represent Barrett 


on the Coast 
Kelley Sales Co., 77 O’Farrell St., San 


Francisco, Cal., will represent the Bar- 
rett Sales Co., Chicago, in the northern 
California district including the city of 
San francisco. A complete stock of 
attaching devices for concrete, brick, 
marble, tile, slate, etc., will be carried 
by the Pacitic Coast representative. 





Art Brass Issues Holiday 


Circulars 


Art Brass Co., Inc., 299 East 134th 
St., New York, has issued special circu- 
lars and an order blank stamped “Rush 
Wanted for Christmas.” This order 
blank has been made especially for the 
dealer whose holiday sales efforts in- 
clude this company’s line of door knock- 
ers and bathroom accessories. The com- 
pany urges dealers to use this special 
stamped order blank to facilitate fac- 
tory shipments on holiday merchandise. 





Fishing Tackle Suggested 


as Christmas Gifts 


Wm. Mills & Son, 21 Park Place, 
New York City, fishing tackle, are dis- 
tributing a booklet on their line with 
the suggestion that dealers consider 
fishing tackle among other practical 
Christmas gifts. 





McCartin Is Appointed 


Merchandise Manager 


George J. McCartin has been ap- 
pointed merchandise manager of the 
general merchandise division of the As- 
sociated Merchandising Corporation, 
225 Fifth Avenue, New York City. For 
the past two years Mr. McCartin has 
been a merchandise representative for 
this company, specializing in house fur- 
nishing, toys, china, glassware, radio 
and musical instruments. 

W. Carlyle Goodwin has been made 
director of merchandising, covering all 
lines except ready to wear goods. 





Carpenter-Morton Club 


Dinner 


The Carpenter-Morton Club held its 
monthly dinner meeting Nov. 15 in the 
new Chamber of Commerce Building, 
Boston. Warren F. Hoye, club presi- 
dent, presided. Addresses were made 
by R. B. Bennett, T. D. Crawford, and 
T. E. Jameson. These three men are 
connected with the plant of the Carpen- 
ter-Morton Co., Everett, Mass. Their 
addresses were on the manufacture of 
varnishes and enamels. 

. I. McLaughlin, vice-president, 
Carpenter-Morton Co., told the club 
of his recent trip to the National Paint, 
Oil and Varnish Association Conven- 
tion which he attended as a delegate of 
the Paint and Oil Club of New England. 
William M. Wade read a paper on the 
prospect of a big increase in business 
for 1925. 
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Forsberg Has New Plant 


The Forsberg Mfg. Co., Bridgeport, 
Conn., has recently moved into its new 
factory building, which is considerably 
larger than the former plant. The 
—— space area is about 75,000 sq. 
t 


The business was started in 1918 by 
H. S. Forsberg, who is still active as 
president and treasurer. R, O. Abbott 
is sales manager. 

The business started as a small man- 
ufacturing concern doing special tool 
work, and then making hack saw 
frames. The Forsberg line now includes 
several items of builders’ hardware, 
floor hinges, screen door hinges and 
other tool and hardware specialties. 





Harry Burke Promoted 


Harry Burke has been appointed 
traveling sales manager for the New 
York sales staff of the Devoe & Ray- 
nolds Co., Inc. Mr. Burke has been 
associated with this section of the com- 
pany’s activities for some time. 





Will Represent Bergman 


D. W. Gray Co., Inc., 75 Barclay St., 
New York City, will represent in the 
New York City territory, the Bergman 
Tool Mfg. Co., Buffalo, N. Y. A com- 
plete stock of Bergman products will 
be carried in order that prompt service 
may be given the trade. 





C. H. Daly Dies 


Charles Howard Daly, president, 
Schoverling, Daly & Gales, New York 
City, sporting goods, died Nov. 17 fol- 
lowing: a week’s illness. Mr. Daly was 
a son of the late Charles Daly, one of 
the founders of the business, and in- 
ventor of the Charles Daly gun. The 
deceased was fifty-one years old, and 
had been associated with the business 
since 1894, 


—_—_—__-— --- - = 


Space Saving Racks 
Described in Catalog 


Cc. P. Henry Co., Auburn, N. Y., has 
issued a new catalog on the Henry dis- 
play racks, which enable the merchant 
to display bulk merchandise in very 
small floor space. C. P. Henry, origina- 
tor of these racks, has long been iden- 


' tified with the toy industry, and has met 


with considerable success in using these 
various display racks, for vehicle toys. 





D. J. Williams Dead 


D. J. Williams, president, Henry 
Cheney Hammer Corp., Little Falls, N. 
Y., died Nov. 13 at the Buffalo General 
Hospital, Buffalo, N. Y. Mr. Williams 
had suffered illness for two years. He 
was born April 1. 1859, and prior to 
his illness was very active in the 
hammer industry. 








Simplification to Be Taken Up 


on Stove Pipe, Elbows, 
Furnace and Heater Pipe 


Plans for simplification of types of 
stove pipe, furnace pipe, heater pipe 
and elbows will be taken up promptly 
through cooperation between the indus- 
try affected and the Division of Simpli- 
fied Practice, Department of Commerce, 
provided favorable reaction comes from 
the metal branch of the National Hard- 
ware Association of the United States, 
and to others to whom the suggested 
simplification has been referred. The 
proposal was made in a communication 
received by the Division. The letter 
points out that stove pipe, made of 
black iron or steel, is manufactured in 
sizes of 3, 31%, 4, 4%, 5, 6 and 7 in. as 
standard, but that some manufacturers 
have collars that are “decidedly irreg- 
ular” and that “in between” sizes have 
to be made with variations of as little 
as % in. Furnace pipe, made of gal- 
vanized iron or steel, is made, in addi- 


tion to the sizes similar to stove pipe, 
in 8, 9, 10, 12, 14, 16, 18 and 20 in. and 
occasionally larger. Heater pipe is 
made in sizes from 5 to 14 and 16 in., 
inclusive, the material being bright 
coke tin plate, the writer says. In these 
articles there are different gages used, 
and it is declared that “it would be 
advisable for the betterment of the in- 
dustry to eliminate gages lighter than 
28 gage full weight for stove pipe and 
furnace pipe; and IC or 107 lb. base 
bright coke tin for furnace pipe. All 
half sizes should be eliminated, and 
could be eliminated,” the letter states, 
and “the saving in floor space for manu- 
facturers, jobbers, distributors and 
dealers would be enormous.” The Div- 
ision 1s asked to ascertain whether 
stove manufacturers would not be will- 
ing to adopt standard size collars in 
even inch sizes. 





Introducing New Line 
of Gray Ware 


United States Stamping Co. Mounds- 
ville, W. Va., manufacturer of enameled 
wares, is about to place on the market 
a complete line of single coat gray 
ware, made of the same heavy shapes 
used in the company’s White and White 
line. The company is remodeling its 
factory No. 2, which will be devoted ex- 
sna to the production of the new 
ine. 

The company states that the new line 
will be a high grade heavy gage gray 
ware, which will have considerable dur- 
ability. 





Mann Is Recovering 


R. W. Mann, buyer for the Krakauer- 
Zork Co., El Paso, Texas, hardware 
jobbers, is recovering from a severe 
attack of appendicitis, which necessi- 
tated an operation three weeks ago. 


Hardaway Moves Back 
to Former Location 


The Hardaway Hardware Co., El 
Paso, Texas, has removed its store 
from 803 North Piedras St., back to 
its former location at Montana and 
Piedras Streets, where it has much 
larger quarters. 








Keystone Leases Space 


The Keystone Mfg. Co., Boston, toy 
manufacturers, has leased quarters at 
288-304 A Street, South Boston, Mass. 
This space provides 57,000 sq. ft. of 
floor space. 





4 
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OBITUARY 
David R. Ziegler 


David R. Ziegler, second vice-presi- 
dent, Drake Hardware Co., Burlington, 
Iowa, died recently of heart failure. 
Death came following an illness of 
only 12 hours. Mr. Ziegler was 58 
years old and has practically spent 
thirty-five years with the Drake Hard- 
ware Co., starting as a salesman. 

He covered southeastern Iowa for 
twenty-five years and was very active 
in traveling men’s association work. 
Mr. Ziegler was also very active in 
Masonic work. 

He is survived by his widow, one 
son, one daughter, a sister and three 
brothers. . 





Emery E. Ellis 


Emery E. Ellis, president and gen- 
eral manager Union Tool Co., Orange, 
Mass., died Saturday, Nov. 15, at the 
Gardner (Mass.) Hospital, following 
an operation for appendicitis performed 
the preceding Tuesday. At the time 
of his death Mr. Ellis was 54 years old. 
He was first employed by Brown & 
Sharpe Mfg. Co., Providence, R. I. 
Later he became associated with the 
Athol Machine Co., Athol, Mass., going 
from that concern to the Sawyer Tool 
Co., Fitchburg, Mass., as superintend- 
ent. Still later, Mr. Ellis formed the 
Union Caliper Co., Fitchburg, but sub- 
sequently removed the business to 
Orange. In 1908 the company was in- 
corporated under the name of the 
Orange. In 1908, the company became 
the Union Tool Co. 
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Washington Information 


be provided at the special session, even 
though the law should not become effec- 
tive until June 30 or later, the taxpay- 
ers would be able to recoup overpay- 
ments made on March 15 and June 15 
by reducing the payments to be made 
Sept. 15 and Dec. 15, as was done 
in the case of the reduction authorized 
early in the last session in the tax on 
1923 incomes. 


Seek Repeal Income Tax Publicity Law 


The administration will make a vig- 
orous effort to secure the repeal or 
clarification of the provision authoriz- 
ing publicity for income taxes. In this 
fight the Chamber of Commerce of the 
United States has already fired a big 
gun in a bulletin made public during the 
past week in part as follows: 

“Against the position of the Presi- 
dent, and his insistence that American 
institutions guarantee to citizens sanc- 
tity in their private affairs, Congress 
left in the Revenue Act of 1924 a part 
of the proposals which it had earlier 
debated, and which were intended to 
make public information divulged on re- 
turns for the Federal income tax. The 
exact extent of publicity required by 
the provisions which actually became 
law is now a matter of some contro- 
versy, but into this controversy the 
Chamber of Commerce of the United 
States has no desire to enter. 

“Whatever the merits of the contro- 
versy, the United States Chamber is on 
record as earnestly opposing any pub- 
licity in regard to returns or the 
amounts of tax that are paid. The 
membership of the Chamber has de- 
clared that ‘fairness to citizens who act 
in perfect good faith should character- 
ize such legislation as the income tax 
laws, under which all details of busi- 
ness transactions must be disclosed to 
administrative officials’ and that the 
proposals for making returns open to 
the public, and for publication of fig- 
ures appearing in returns, ‘violate the 
good faith which the Government owes 
to its citizens, to protect them in their 
private affairs.’ 

“In view of the unfavorable reaction 
caused in all parts of the country by 
the steps which have been taken with 
respect to publicity under the Revenue 
Act of June, 1924, the Chamber hopes 
for immediate repeal of the new pro- 
visions contained in the law of 1924.” 


National Chamber Suggests Tax Com- 
mission 


The Chamber is also urging the au- 
thorization by Congress of a tax com- 
mission to make a thorough study of 
the general subject of legislation re- 
garding the internal revenues. There 


are many fundamental questions which 
the public interest require should re- 
ceive the thoroughgoing study and in- 


(Continued from page 50) 


vestigation possible only for a body of a 
public nature. 

Such a body might be a joint commit- 
tee of Congress, with members from 
both houses and also representatives 
of the public. It should study the en- 
tire tax structure of the Federal Gov- 
ernment, give attention to the inequali- 
ties which affect taxpayers, devise 
means for simplifying the law, and 
leave nothing undone to shape up such 
an administration as the importance of 
the law makes appropriate and neces- 
sary. 

The work of such a commission 
should result in recommendations made 
in the light of American experience and 
the experience of other countries using 
forms of taxes comparable to those in 
this country. Through success in the 
efforts of such a commission taxpayers 
would get relief from burdens that no 
law should cause and the Government 
would obtain increased and more de- 
pendable revenues at a less cost of col- 
lection. 


Strong Plea for Trade Associations 


Business men in all lines will read 
with great interest a memorandum pre- 
pared by the National Chamber con- 
cerning the activities of trade associa- 
tions. The Chamber strongly cham- 
pions these organizations, defines their 
important functions and takes the posi- 
tion that if any of their proper activi- 
ties appear to be inhibited by technical 
provisions of law Congress should be 
urged to remove the obstacles. In this 
connection the Chamber says: 

“The Chamber of Commerce of the 
United States has a special interest in 
trade associations because they form 
about one-third of the constituent mem- 
bership of the Chamber. It thoroughly 
believes that trade associations, legiti- 
mately conducted, are an essential ele- 
ment to the promotion of American 
business and that legislation which 
would make them impossible, or make 
it impossible for them to function prop- 
erly, would hinder not only industry, 
but also the prosperity of the nation. 

“In connection with the Sherman Act 
prosecuting authorities of the Govern- 
ment have proceeded in such a way as 
to cause doubt in the public mind, not 
only as to the trade associations against 
which action has been instituted, but as 
to trade associations against which ap- 
parently no action whatever has been 
contemplated. The consequences are 
serious. 


A Deplorable Situation 


“Organizations and _ individuals 
against whom no accusation under ex- 
isting law has been brought or is in 
contemplation are subjected to the in- 
justice of being viewed with suspicion 
by the public. This is destructive of 
trade organizations. 

“It takes constant effort to keep 


these offenders. 


trade associations representative and 
vigorous. When suspicion is unjusti- 
fiedly directed at an association, its 
members leave it. There is rapid dis- 
integration. 

“The Chamber holds no brief for 
trade associations that infringe the law, 
nor is it desirous of criticising the ac- 
tion of the authorities in regard to 
It is simply recogniz- 
ing and pointing out the facts with a 
desire of remedying a situation which is 
already tending to hinder the develop- 
ment of business. 

“Trade associations serve a very use- 
ful purpose which is generally over- 
looked. In the prosecution of trade 
associations the public, and perhaps to 
some extent the authorities, regard the 
trade associations as representing cor- 
porations with huge accumulations of 
capital. The fact is that the larger and 
richer the corporation, the less its needs 
for a trade association. It has, in itself, 
the means of obtaining all of the in- 
formation which it needs in order suc- 
cessfully to compete. 

“Not so with the smaller concerns. 
They cannot afford, except through 
pooling their interests through a trade 
association, to secure this business data 
at their own expense. 


The National Chamber’s Recommenda- 
tions 


“The membership of the National 
Chamber, through a referendum vote, 
has made the following recommenda- 
tions regarding the use of statistics by 
trade associations: 

“Statistics of capacity, production, 
stock and sales, and statistics of actual 
prices in closed transactions, should be 
collected by a trade association for its 
industry or branch of commerce. 

“Such statistics should be distributed 
without any comment or interpretation 
which could induce or facilitate con- 
certed action on the part of members. 

“The statistics should be made as 
available by a trade association to the 
public and Government agencies as to 
the members of the association. 

“It is the duty of the Chamber’s board 
of directors to advocate the carrying 
into effect of these recommendations. 
In so doing it has to consider, not its 
own opinion of the legality of the ac- 
tivities which are included, but the at- 
titude of the Government and its of- 
ficials who have relations to the ques- 
tion. 

“If it is forced to a conclusion that 
the view is held in Government circles 
there is illegality in activities the 
Chamber’s members have declared are 
desirable, it must consider seeking from 
Congress such minor amendments as 
will affirmatively permit the activities 
it advocates. Parenthetically, it may be 
added, that obviously the Chamber does 
not seek repeal of the Sherman law.” 
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General Market News 





Seasonal 


Lines 


Improved 


Due to Colder Weather— 
Holiday Goods Active 


G Jihan at « hardware items are moving better now 


than at any time this fall. 


The colder weather re- 


ported in most districts has directly stimulated the 
sale of stove goods, sleds, snow goods and other strictly 
seasonal merchandise. Though these fall goods have had 
a slow and late start, it is generally believed that the 
aggregate volume for the year will be satisfactory in all 
goods which come under this classification. 
Actual advances have been made in nails in several 


sections. 
other wire goods. 


Others will follow. Advances are expected in 
The price tendency is upward in spite 


of a few local declines noted in some eastern markets. 
Holiday merchandise is particularly active. The Christ- 
mas hardware gift trade is expected to surpass last year’s 
volume. Radio, carpet sweepers, electrical equipment and 
cutlery are all active in the hardware markets. 
Collections are reported satisfactory in the several hard- 


ware market centers. 





Local Declines Reported 


in Boston 


With sentiment in hardware circles 
generally optimistic, it appears some- 
what out of place to report more price 
declines than advances. Such is the 
case in Boston. One make of sheathing 
paper has been reduced about $5 a ton, 
and concessions are noted in cap screws, 
window glass, galvanized cellar window 
wire and wheelbarrews. Of those things 
that have gone up in price, the advance 
in sheet zinc and steel wool are the most 
noteworthy. 





Pittsburgh Market Stimulated 
by Steel Advances 


The hardware market has received 
considerable stimulus at Pittsburgh as 
a result of the action of the steel com- 
panies in advancing prices. On Nov. 
17 makers of plates, shapes, bars, 
spikes and strips advanced prices from 
$2 to $3 a ton, and while the leading 
sheet producers have not yet announced 
new prices, some of the independents 
have taken the step and prices higher 
by $2 a ton are noted in black and gal- 
vanized sheets. Effective Nov. 19, the 
American Steel & Wire Co. advanced 
prices of all wire products $2 a ton, 
and the independent makers have fol- 
lowed suit. This puts the mill base on 
nails to $2.85, base, per keg, f.o.b. 
Pittsburgh or Cleveland, and plain wire 
to $2.60, base, per 100 Ib., f.0.b. Pitts- 
burgh or Cleveland. Anderson, Ind., 
take a premium of $1 per ton over these 





prices, Chicago district mills and Du- 
luth $2, and Worcester, Mass., and 
Fairfield, Ala., $3. Considerable pend- 
ing business has been entered at the 
old prices. The advance in steel prices 
has been accompanied by a similar ten- 
dency in pig iron, scrap and coke, and 
while the movement reflects to a con- 
siderable extent a desire to reestablish 
prices upon a profitable level, it is a 
fact that producers have been aided in 
this step by the fact that their order 
books have been increasing since the 
election. It is now fairly certain that 
hardware items made from iron and 
steel will not be lower in the immediate 
future and this has given the trade a 
feeling of confidence that was not par- 
ticularly conspicuous prior to the elec- 
tion. October business in hardware in 
the Fourth Federal Reserve district 
ran 13.4 per cent above the 5-year aver- 
age, from 1919 to 1923, inclusive. Col- 
lections in this district still are de- 
scribed as fair. 


Holiday Merchandise Active 


In the Northwest 


With the nearer approach of the holi- 
day season there is noted in the North- 
west an increasing interest in mer- 
chandise which will sell well at that 
time. Stocks are being arranged to at- 
tract that trade in all of the stores, and 
there is every prospect that business 
for the remaining part of the year will 
be much better than at any time so far. 
Collections are better, and optimism 
prevails. Merchants are looking for- 
ward to a better year, beginning early 
in 1925. 








Cleveland Jobbers Report 
Fair Business Volume 


Cleveland jobbers are doing a fair 
volume of business. Retailers are buy- 
ing seasonal merchandise quite freely, 
but are not making large purchases of 
staple goods. While wire products have 
been advanced, the trade served by 
Cleveland jobbers will be able to buy 
nails at recent prices because of a local 
price production that became effective 
a few days before the mill advance. 
Holiday sales-in radio equipment, elec- 
trical goods, clocks and other merchan- 
dise are heavy. 





Seasonal Lines More Active 
in New York Market 


Prepared solder has been advanced 
to 65 cents in the New York hardware 
market. Seasonal lines are much more 
active, due, it is said, to the colder 
weather in that section. The trade 
was much interested in the news that 
the American Steel & Wire Co. had 
withdrawn nail prices. Holiday trade 
is very satisfactory. Jobbers and buy- 
ers continue to buy, in spite of the ap- 
proach of inventory time, believing, it 
is reported, that prices generally may 
be subjected to upward adjustments. 





Government Puts 
Nation’s Cotton Crop 
at 12,992,000 Bales 


The cotton crop was estimated today 
at 12,992,000 equivalent 500-pound bales 
by the Department of Agriculture. A 
crop of 12,816,000 bales was forecast a 
fortnight ago. Last year’s crop was 
10,139,671. , 

Of the total crop 11,147,524 running 
bales, cotinting round as half bales, had 
been ginned prior to Nov. 14, compared 
with 8,369,498 for 1923, and 8,869,978 
for 1922, to that date the Census Bu- 
reau announced. 

The estimate of the crop was made 
on the basis of facts available to the 
Crop Reporting Board as of the date of 
Nov. 14, covering the condition, prob- 
able yield, per cent of acreage aban- 
doned, per cent of the crop picked and 
ginned, and upon the actual ginnings 
to Nov. 14. 


1925 Seen as Big 
Year in Steel Trade 


H. S. Wilkinson, chairman of the 
Crucible Steel Co., told stockholders at 
their annual meeting yesterday that all 
indications point to 1925 being the most 
prosperous year for the steel companies 
that they have enjoyed since 1920. The 
West and South, because of the good 
crops, are in a much better position to 
order steel. 
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Hardware Sales Consistent in Cleveland Market 
—Trade Optimistic Regarding 1925 Outlook 


(Cleveland office of HARDWARE AGE) 

7 ARDWARE sales are holding to about the recent 
H fairly good volume. While there is a general con- 

fidence that next year will be a good business year 
and there has been more activity in the steel industry 
since election, retail hardware merchants continue to buy 
cautiously to replenish stocks, evidently desiring to have 
their stocks low at inventory time. However, they are 
placing a fair volume of orders for seasonal merchandise 
for spring delivery. Builders’ hardware is moving un- 
usually well for this season of the year. Prices on build- 
ers’ hardware are regarded as low and many retailers 
are evidently buying to fill in their stocks rather than for 
early requirements. Electric goods, cutlery, clocks, radio 


ALCOHOL.—tThe recent freezing 
weather has aroused considerable de- 
mand for alcohol. Cleyeland jobbers 
quote 188 proof No. 5 formula alcohol, 
drum lots, at 63c. per gal. 

AUTOMOBILE TIRES AND ACCES- 
SORIES.—The demand for tires which 


brushes. 
changed. 


brushes are un- 
Jobbers are still taking a 
good volume of orders for paint and 
varnish brushes for spring delivery. 

COASTER WAGONS.—These and bi- No. 1, 90c. 
cycles and other children’s vehicles are 
in good demand for the holiday trade. 


Bristle 


equipment and glass baking ware are in good demand for 
the holiday trade. 


The market is firm. Mill prices on nails and wire have 
been advanced but the advance on nails, owing to a decline 
in the local market a few days ago, brings the jobbers’ 
price on nails back where it was two weeks ago, but job- 
bers have advanced other wire products $2 a ton. Ovens 
have been marked up and one maker has advanced all- 
enamel stoves. New prices have been announced on wool 
twine for next year. This is 2c. per lb. above this year’s 
prices. Because of the advance in nearly all lines of steel 
mill products, jobbers expect that there may be some price 
advances on hardware lines after the first of the year. 


Axe Handles.—No. 1 hickory, $4.25 
per doz.; No. 2, $2.90 per doz.; finest 
selected white hickory, $6 per doz.; 
special white second growth hickory, 
$5 per doz. 

Hatchet and Hammer Handles.— 
per doz.; finest growth 
hickory, $1.50. 

Hay Fork Handles. — Straight, 
chucked and bored, XX, 4% ft., $3.75 

r doz.; 5 ft., 


has been heavy shows some falling off 
as is usual at this time of the year. 
Accessories are moving rather slowly. 
Prices are unchanged. 


We quote from jobbers’ 
f.o.b. Cleveland: Millers Falls, No 
145 jacks, a? 75; Reliable jacks, No. 
1, $2.33; No 2, $3.33, in lots of 12; 
Derf spark ‘plugs, 96c. each for all 
sizes in lots of less than 50; Cham- 
pion X spark plugs, 45c. each for less 
than 100 and 41ic. each for over 100; 
Champion re gular, 53c. each for less 
than 100, all sizes: 50c. each for over 
100; Reliable jacks, No. 00, $1; No. 1, 
1.25: Nos. 2 and 3, $1.75. 


AXES.—The demand continues fair 
with prices unchanged. 


Jobbers quote f.o.b. Cleveland as 
follows: First grade single bitted 
axes, handled, $19 per doz.: unhan- 
dled, $14.50 per doz.: double bitted, 
handled, $24.50 per doz. ; unhandled, 
20 per doz. 


BATTERIES.—The demand for flash- 
light and radio batteries has become 
quite heavy and deliveries are rather 


stocks, 


slow. However, jobbers have good 
stocks. 
Jobbers quote f.o.b. Cleveland: 


No. 766 B batteries, $1.30 each for 

unit packages and $1. 40 for small lots. 

(oO. 6 ignition type dry cell bat- 
teries, 29c. each. 


BINDER TWINE.—Sales for spring 
shipment are good. These will be made 
subject to prices to be named later. 
Prices for early delivery are un- 
changed. 


Jobbers quote f.o.b. 
prompt shipment: 
Standard, first quality binder twine, 
$6.6214 per bale. White sisal, first 
quality binder twine, $6.62%. 
BOLTS AND NUTS.—The demand is 
good and prices are firm. Manufactur- 
ers are holding to regular quotations. 
Jobbers quote f.o.b. Cleveland: 
Large machine bolts, cut threads, 
50 and 10 per cent off list; small rolled 
threads, 60 and 10 per cent off list; 
carriage bolts, large and small, cut 
threads, 50 and 5 per cent off list; 
stove bolts, 80 per cent off list: hot 
pressed nuts, $4 off list; small rivets, 
65 and 10 per cent off list. 


BRUSHES.—Some price concessions 
have developed in imported soft hair 


Cleveland for 


Prices are unchanged. 


Jobbers quote f.o.b. Cleveland: 

Auto-Wheel coasters, rubber tired 
disc wheels; sizes 12 x 28, $5.50; size 
14 x 32, $6.43; size 14 x 34, $7.03; size 
16 x 38, $7.73; size 18 x 40, $8.33 each. 

Gendron line high grade rubber 
tires, size 14 x 32, 8-in., roller bearing 
disc wheels, $5.70; size. 14 x 34, 10-in. 
disc wheels, $6.75; size 16 x 38, 10-in. 
disc wheels, $7.15; size 18 x 40, 10-in. 
disc wheels, $7.55 each. 

Bowman All-steel line, size 13 x 
32%, No. 100 loose bearings, $4.50 
to $4.15, according to quantity; No. 
200, same with self-contained bear- 
ings, $4.75 to $4.40, according to 
quantity: No. 80, same with spoke 
wheels, steel tires, $4.50 to $4.15, ac- 
cording to quantity each. 

Sherwood Spring-Coasters, rubber- 
tired, ball bearing disc wheels, size 
14 x 32 x 8, $9.55; size 14 x 34 x 10, 
$10.40; size 16 x 30 x 10, $11.55. These 
are list prices. Cleveland jobbers of- 
fer a discount of 33% bed cent. 

American National Line.—Ameri- 
can Boy Red Express Wagon, No. 06, 
$8.65 per doz.; No. 02, $15.80 per doz.; 
No. 4, $32 per doz. Little Toto Coaster 
Wagon, roller bearing, double disc 
wheels, No. 38, $2.20 each; No. 40, 
$3.65 each. American Coaster, roller 
bearing wood wheels, steel tires, No. 
41, $5.40 each; No. 43, $6.40 each. Na- 
tional Flyer Coaster, roller bearing 
double dise wheels, No. 51, $5.70 each; 
No. 53, $6.90 each. 


COPPER PRODUCTS.—Price advances 

have been made on copper wire and 

sheets and brass rods and tubing. 
Cleveland jobbers quote: 


No. 14 copper wire, 28c. per Ib.; 
brass rods, 20c. per lb. base; copper 


sheets, 16 o0z., 25c. per Ib. base; brass 


sheets, 22c. per Ib. base. 
GALVANIZED SHEETS.—Price ad- 
vances have been announced by several 
sheet mills for the first quarter, but 
jobbers’ prices are unchanged. 


Jobbers quote f.o.b. Cleveland: 
No. 28 galvanized sheets, $5.38 per 
100 Ib. 


GUNS AND AMMUNITION.—Jobbers 
are getting a good volume of repeat or- 
ders for shells. Guns are still in active 
demand. 


HANDLES.—Axe and hatchet handles 
are selling well but otherwise the de- 


mand is quiet. 
Jobbers quote f.o.b. Cleveland: 


pe $4.50 per doz.; bent, 
en ft., $4.15 per doz.; 5 ft., $5.10 per 
doz.;: x, bent, 4%4 ft., $2.90 per doz.; 
5 ft., $3.20 per doz. 


Manure Fork Handles.—Bent, XX, 


4 ft., $3.90 per doz.; 4% ft., $4.25 per 
doz.; X, bent, 4 ft., $2.80 per doz.; 
4% ft., $2.90 per doz. 


Garden Hoe Handles.—XxX, 4% ft., 
$3.30 per doz.; No. 1, 4% ft., $1.50 per 
doz. 

Garden Rake er wy Te 6 ft., 
$6.25 per doz.; No. 1, $2.65 per doz. 

Shovel Handles. inion pattern 
XX, 4% ft., $5.90 per doz.; X, 4% ft., 
$3. 75 per doz. ; . 2 handle, $5.60 per 
doz. 

Spade Handles. 
doz. 





X grade, $5.40 per 


ICE SKATES.—The demand has im- 
proved. Jobbers are getting a particu- 
larly good volume of business in shoe 
skates. 


Jobbers quote f.o.b. Cleveland: 

Union Hardware Co. polished screw 
clamp, No. 1624, 80c. each; same, 
nickel plated, No. 1624%, $1. 10 a 
hockey screw clamp, No. 524%, te 
each; same, nickel plated, No. 42 4 
$1.60. each; ladies’ hockey aaa in 
corresponding grades, $1.45 and $1.85 
each. Alumo tubular skates, polished 
and finished with Goodyear welt shoe, 
$7.50; aluminum finished skates with 
McKay shoes, $5.50. These prices are 
for both hockey and racer skates and 
for both men and women. 


NAILS AND WIRE.—Mills have made 
a price advance of 10c. a keg on nails 
and $2 a ton on wire. A few days pre- 
vious to the advance Cleveland jobbers 
owing to local conditions made a 10c. 
per keg reduction on nails and 25c. re- 
duction on cement coated nails. With 
the advance in mill prices the former 
jobbing price on nails has been restored 
but this leaves the jobbers’ differential 
10c. per keg less than it has been re- 
cently. Jobbers have advanced other 
prices on wire products to correspond 
with the advance in mill prices. 
Jobbers quote as follows: 
Nails, less than car og 
shipmert, $3.25 per keg; No. 
vanized wire, $3.60 per 100 lb.; No. 9 
annealed wire, $3.15 per 100 Ib.; ce- 


ment coated nails, $2.50 per 100 Ib.; 
Polished fence staples, $4.05 per 100 
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1lb.; Miscellaneous nails and wire 
brads, 70 and 10 per cent off list. 

Barbed wire, 100 Ib. spools, galva- 
nized, $3.95; 80- rod spools, Lyman 4 
point. cattle wire, $3.45; same, hog 
wire, $3.70. American special, hog 
wire, $2.60. 


PAINTS AND OILS.—The demand is 
fair and prices are firm. Linseed oil 
has advanced 3c. per gal. 


Jobbers quote f.o.b. Cleveland: 

Mixed paints, regular shades, best 
grade, $2.80 per gal. for 1 gal. cans. 

cones white, $3 per gal. in 1 gal. 


 ereenttne in oe. $1; less than 
bbls., $1.10 per gal. 
Linseed oil in bbis., $1.18; less than 


bbls., St. .28 per gal. Boiled, 2c. extra 


per ga 
White lead, in 100-lb. kegs, 15%4c. 


per lIb.; in 50 and 25-lb. kegs, 15%c. 
per ib. : in 12%-lb. kegs, 15%c. per 
lb.; in 500-lb. lots, 10 per cent dis- 
count; other prices are net. 


RADIO EQUIPMENT.—The demand is 
heavy for radio sets and there is a 
scarcity of the higher priced sets as 
well as tubes. Radio parts are in good 
demand. 

ROASTERS.—These are moving well, 
with prices unchanged. 


Jobbers quote Savory roasters f.o.b. 
Cleveland 


No. 75 hace, $10.75 per doz.; No. 
200, blued, $14. 40 per doz.; No. 11, 
blue enameled, $20.75 per doz. ; No. 
41, blue enameled, $25.50 per doz.; No. 


13, magnolia enameled, $28.35 per 
doz.: No. 43, magnolia enameled, 
$36.75 per doz. 


ROLLER SKATES.—Sales have been 
heavy but the demand has quieted down 
somewhat. 


Jobbers quote f.o.b. Cleveland: 

Union ball bearing, extension roller 
skates, Nos. 4 and 5, $1.45; No. 6, 
$1.55; No. 3, sidewalk 
skates, 78c. 


ROPE.—This continues to move in good 
volume for spring shipment. 


Jobbers quote f.o.b. Cleveland: 
Rope, best grade manila, 23c. from 
stock; —— from mill; second grade, 


2c. les 
Sisal, 17e. 
mill. 


SCREEN DOORS AND WINDOWS.— 


children’s 


from stock; 17c. from 


New Toy Coach for the 
Kiddies 


The Toy Fageol Safety Coach, made 
by the Arcade Mfg. Co., Freeport, IIl., 
is a sturdy toy car that will appeal to 
every child on sight. This attractive 
toy is made in two styles. No. 1 is in 





bright blue, with gold trimmings, and 
has balloon- ‘shaped iron tire disc wheels. 
No. 2 is finished in white ivory with 
black enameled top and black trim- 
mings. 

Both models are supplied with an 
iron chauffeur at the wheel and also 
with rubber tires, at a small additional 
cost, where desired. 


Marcus Garden Hose Special- 
ties Have Noteworthy 
Features 


The Marcus line of Garden Hose 
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Sales are being made in satisfactony 
volume for spring shipment. Prices 
are firm. 

SLEDS.—Sleds have been moving 
rather slowly, but a marked increase in 
sales has developed in the past week. 
SOIL PIPE.—A five point advance has 
been made on soil pipe, making the 
Birmingham base 62% per cent. Job- 
bers expect to follow at a correspond- 
ing advance. 

STOVE PIPE AND ELBOWS.—The 
demand is good for small pick-up lots, 
although the heavy buying of the sea- 
son is over. 


Jobbers quote f.o.b. Cleveland: 

Stove pipe in crates of 25 joints, 
Security blued, 28 gage, 3 in., $3.35; 
A $3.50; 5 in., $3.80; 6 in., $4; 7 Bie 


Elbows, oe | blued, corrugated, 


= gage, . $1.15: n., $1.25; 
, $1.40; . o1. 55; 7 in., $2. 10: ‘all 
oan doz. 


Coal hods, galvanized, 17 in., $5.25 
per doz. for open models. Same size 
closed with funnels, $6.50 per doz. 

Stove boards, Crystal, 33 in., $12.25 
ner doz.;: 30 in., $18 per doz.; 28 in., 
$15.50 per doz.; 26 in., $13.25 per doz. 

Crystal boards, wood lined, oblong 
shape, 20 x 30 in., $1 per doz.; 24 x 
36 in., $16.65 per doz.: 26 x 32 in., $16 
per doz. 

Crystal boards, paper lined, square 
shane, 24 in., $6.65 per doz.; 26 in., 
$7.25 per doz.: 28 in., $8.10 per doz.; 
30 in., $9.65 per doz. 

Crvstal stove boards, paper lined, 
oblong shane, 18 x ; n., $7.90 per 
doz.: 20 x 30 in., $8.30 per doz.; 24 x 
36 in., $10 ner doz.: 26 x 30 in., $10.50 
per doz.; 28 x 30 in., $10.75 per doz. 


STOVES.—The New Process Stove Di- 
vision of the American Stove Co. has 
advised the trade of a price advance on 
all enameled stoves. 

WINDOW GLASS.—The demand is 
steady and fairly active. Prices un- 
changed. 


Jobbers quote f.o.b. Cleveland: 

Window glass. all brackets. single 
A and RB. 85 per cent off list; same 
double, 86 per cent off list. 

Single AA paper wrapped, 
cent off list; double AA 


85 per 
paper 





Specialties, made by the Marcus Iron 
Works, Peoria, Ill., are of excellent 
workmanship and have a number of 
outstanding features which _ should 
recommend them to householders every- 
where. 

The Marcus Nozzle, illustrated here- 
with, is 4% in. long and weighs 7% oz. 
It is adjustable from a solid stream 
to fine spray or a positive shut-off. It 
is made of a good grade of cast brass 
and is highly polished. Packed 1 doz. 
to the carton. 





The Marcus Sprinkler, also _ illus- 
trated herewith, has four rows of clean- 
cut holes—insuring a well-distributed 
spray. The top is of heavy sheet brass 
with either extra-heavy brass or gal- 
vanized bottom. It has machine cut 
threads. It is 8% in. in diameter and 
1% in. high, and is highly polished and 


lacquered. It is packed in individual 
cartons and guaranteed free from 
leaks. 

The corrugated Hose Couplings, 


shown herewith, is made of extra heavy 


57 


wrapped, 85 per cent off list; lights, 
AA paper wrapped, 85 per cent off 


list. 

Putty, pure, in 12%-lb. lots, $6.75 
per cwt.; in 20-lb. kegs, $6 per cwt.; 
in 190-lb. lots, $5.50 per cwt. Com- 
mercial grade, in 12%-lb. lots, $4.75 
per cwt.; in 25-lb. lots, $4.25 per cwt.; 
in 100-Ib. lots, $3.75 per cwt. Glaziers’ 


points range from 20c. to 22c. per Ib. 
WINDOW VENTILATORS.—This has 
been an inactive item for the past two 
or three years but a very good demand 
has sprung up for ventilators. this 
season. 


Jobbers quote f.o.b. Cleveland: 

§-in. wood ventilators, Continental 
No. 937, $4.25 per doz.; No. 949, $5.65 
per doz.; 15-in. wood ventilators, No. 
1537, $5.65 per doz.; No. 1549, $7.25 
per doz.; metal ventilators, Diamond 
ro No 02, $5.60 per doz.; No. 03, $6.40 
per doz.: No. 2, $6.40 per doz.; No. 3, 
$7.20 per doz. 


WIRE CLOTH AND POULTRY NET- 
TING.—Sales are fair and prices are 
firm. The advance in wire is not ex- 
pected to result in a price advance. 


Jobbers quote f.o.b. Cleveland: 

Wire cloth, 12 mesh, black, $1.95 
per 100 sq. ft.; 12 mesh, galvanized, 
$2.50 per “00 sd. ft.: 14 mesh, $2.9 
per 100 sq. ft.; poultry netting 50 
per cent off list. 

WOOL TWINE.—New prices have been 
announced for spring shipment, these 
being about 2c. a lb. over prices that 
prevailed last spring. 

Jobbers quote f.o.b. Cleveland: 


Common jute twine, 15c. per Ib.; 
finished jute twine, 17%c. per Ib.; 
paper wool twine, 20c. per Ib. 


WRENCHES.—The demand is fair and 
prices are firm. 


Jobbers quote f.o.b. Cleveland: 

Trimo takes discount of 65 and 10 
per cent. Coes takes discount of 40 
and 10 per cent. 

Snap-On wrenches f.o.b. Pittsburgh, 
No. 50, radio 
No. 101, master service 
No. 202 heavy duty set, 
303, Ford master service set, $14.85; 
No. 404, flexible socket set, $8.7 75: No. 
505B, screw driver blades, $3. 40: No. 
900 set, square socket, $3.70. All 
Snap-On wrenches less 40 per cent 
f.o.b. Pittsburgh. 


and electrical set, $4; 
set, $15.25; 
$8.80; No. 


high quality brass sheets. It has ma- 
chine-cut threads and broad knurls to 
make for easy handling. It is highly 


< - Tia i Hh : 





finished to bring out the brass luster, 
and can be supplied in nickel finish if 
desired. It is packed 1 doz. to the box. 





P-J Doubles Floor Space 


The P-J Hardware Co. of Haskell, 
Okla., have recently doubled their floor 
space, and have added a complete and 
up-to-date furniture and house furnish- 
ings department. 
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Growing Confidence in Pittsburgh Market 
Upward Price Tendency on Some Lines 


(Pittsburgh office of HARDWARE AGE) 
HE hardware trade lately has been taking its cue 
from the iron and steel market and with prices of 
iron and steel generally higher than they were a 
week ago, there is more genuine confidence in the hard- 
ware market at this writing than has been noted before in 
a long time. Makers of plates, shapes, bars, spikes, strips 
and to some extent the makers of sheets, effective as of 
Nov. 17, advanced prices from $2 to $3 a ton. On Nov. 19, 
the American Steel & Wire Co. announced an advance of 
$2 a ton in wire products and the independent producers 
have since done likewise. It is expected that before an- 
other week rolls by the American Sheet & Tin Plate Co. 
will have announced prices on sheets for first quarter of 
1925 and on tin plate for the first half of that year. It is 
believed the new sheet prices will be higher than those 
now in effect by this company, but that the present tin 
plate price will be continued. 

The new mill bases on wire products are $2.85 base, per 
keg, f.o.b. Pittsburgh and Cleveland for nails, and $2.60 
base, per 100 lb. for plain wire. Prices range $1 per ton 
higher at Anderson, Ind., $2 per ton higher at Chicago 
district mills and Duluth and $3 per ton higher at Worces- 
ter, Mass., and Fairfield, Ala. Ironton, Ohio, mills have 
been quoting the same prices as Pittsburgh, f.o.b. Ironton; 
it is expected they will adopt the new base prices, except 
that they will be on an Ironton instead of a Pittsburgh 
base. While the advance does not become immediately 
effective, seeing that all mills are allowing pending busi- 
ness to go on their books at the old prices, it at least dis- 
pels ideas of any lower prices, and should have the effect 
of bringing about a more active demand. No definite an- 
nouncement has been made as to woven wire fence, but 
the common idea is that the advance applies on that 
product, or will as soon as present obligations are com- 
pleted. 


There is a good seasonable hardware trade locally, and 
in the absence of price changes noting reductions there is 
no escape from describing the market as strong. Keeping 
in mind that pig iron prices are higher in all markets of 
the country and that the primary metal markets are work- 
ing upward, the outlook certainly is for firm if not higher 
prices, especially when it is recalled that during the de- 
pression of the middle of the year there was not the usual 
wage reductions that ofttimes accompany such conditions. 
Labor costs are high; buying power of workmen is high; 
the farmers of the country have not been in such good 
shape financially for several years as they are this year; 
there is the confidence that comes through the fact that 
the national administration for the next four years is of 
a character that will enable business to take its attention 
off national politics and concentrate upon business. Cer- 
tainly nothing is lacking for a real forward movement in 
all business. A note of caution, however, is not amiss at 
this time. It should be borne in mind that the fundamen- 
tal conditions of production and distribution have not been 
changed by recent developments. The country still has 
the capacity to easily take care of all of the legitimate 
demands that are presented and the railroads never before 
were in better condition to give the delivery service of the 
high grade that has characterized it over the past two 
years. To this may be added that labor rarely before has 
been more contented with its lot, and there is an efficiency 
in production that was not seen in the few years just fol- 
lowing the ending of the World War. These considera- 
tions should tend to check speculative purchases and pre- 
vent a boom that nobody desires, when it is considered 
that usually a period of overbuying is followed by one 
when demand is subnormal. Hardware business in Octo- 
ber in the Fourth Federal Reserve Bank district was 13.4 
per cent above the 1919-1923 average. Collections still 
are only fair in this district. 


AUTOMOBILE ACCESSORIES.— 
While actual business in this line is not 
appreciably better than it has been re- 
cently, there is a remarkably better 
tone to the market and expectations are 
for a good business following the in- 
ventory period. 
BATTERIES.—Demand for dry cells 
for radios is constant and the turnover 
is about as good as in any line carried 
by hardware dealers. This is also the 
season for active demand for flash- 
lights and that also means a demand 
for small batteries. Prices are firm. 


Jobbers’ quotations to retailers 
f.o.b. Pittsburgh: 


Broken Unit 
Packages Packages 

Each Each 
lO‘ eae $1.05 $0.97 
FF eer 1.33 1.23 
i SE eee e wee 1.22 1.14 
SS. fear 1.40 1.30 
ny ésceeenees 2.62 2.44 
Se fre 2.62 2.44 
ea 3.33 3.09 
a “Sen. sweeewseods .42 .o9 


No. 6 dry cells, ignition type, 29c. 
each. 


BOLTS, NUTS AND RIVETS.—The 
primary market is holding firm, despite 
the fact that business with manufac- 
turers has become very highly local- 
ized by reason of the abandonment of 
Pittsburgh as the sole price basing 
point and with basings now in at Cleve- 
land and Chicago makers here have to 


absorb much freight to go beyond the 
confines of their natural territories. 
Concentration of business to the ter- 
ritories adjacent to the plants probably 
will mean increased competition within 
those areas, but with steel prices show- 
ing strength, the concessions cannot be 
very large. Demands upon local job- 
bers are moderate. 


We quote out of jobbers’ stocks 
as follows: 

Machine bolts, small rolled threads, 
60 per cent off list; ‘all sizes cut 
threads, 50 and 10 per cent off list; 
carriage bolts, small rolled threads, 
50 and 10 per cent off list; all sizes 
cut threads, 50 per cent off list; nuts, 
hot pressed blank or tapped, 3.50c. to 
4c. off list; ec.p.c. and t. blank or 
tapped, 3.50c. off list; rivets, small 
oo and tinners, 60 and 10 per cent 
8) st. 


CONDUCTOR PIPE— Upward ten- 
dency of prices of primary materials 
is finding reflection in those for the fin- 
ished products. Both steel and copper 
pipe prices are higher. Galvanized 
sheet steel pipe, No. 29 gage, 3 in. now 
is quoted at $5 per 100 ft. out of Pitts- 
burgh warehouses, and copper pipe, 2 
to 5 in. 16 oz., at 40 and 10 per cent off 
list out of jobbers’ stocks, and 40, 10 
and 7% per cent from makers’ mills. 
SOLDER.—Strength in the primary 
market has brought. a further advance 
of %c. per lb. in local prices to 35%c. 
per lb. for half and half. 


PAINTS AND VARNISHES.—There 
has been some.decrease in the demand 
for paint, but this is looked upon pure- 
ly as a seasonable development, since on 
account of low temperatures there is 
not the disposition to go ahead with 
outdoor work there is when the weather 
is warmer. Oil has advanced 3c. per 
gal. and turpentine 1c. a gal. since last 
accounts. Domestic flaxseed crop is 
much larger this year than last, but the 
demand for paint has held up so strong- 
ly that there has not been much room 
for a decline up to this time. It is 
probable, however, that prices later will 
reflect the large crop of flaxseed. 

Prices to retailers: 

Ready mixed paints, best grades, 
$2.85 per gal.; lower grade, $2.25; 
white lead, 15%4c. per lb. in 100-Ib. 
lots; 10 per cent less in lots of 500 
Ib. or more and an extra 5 per cent 
less for lots of a ton or more; tur- 
pentine, $1.01 per gal. in barrel lots; 
linseed oil, $1.20 per gal. in barrel 
lots. 

SHEET METAL.—Prices still are 
climbing and the advance has embraced 
zine as well as copper. The advance in 
copper amounts to \c. per lb. and car- 
ried the quotation to 21%c. per lb. on 
direct mills shipments and 22%c. per 
Ib. out of jobbers’ stocks. Sheet zinc 
now is priced at 11.75c. per lb. in casks 


and 12.75c. in loose sheets. 
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Cold Weather Improving Sale 
in New York Market— 


Seasonal Lines Active 


territory has given a decided sales stimulation to this 


Tien cold weather in the metropolitan and adjacent 


hardware market. New York jobbers report activity 
in stove goods, and even in sleds and snow tools, along 


with other highly seasonable items. 


Fall merchandise 


had been running light, but with the current improvement 
the wholesale trade feels that aggregate volume will be 


satisfactory. 


The local trade is showing considerable interest over 
the announcement that the American Steel & Wire Co. has 


withdrawn nail prices. 


It is generally felt that this is the 


forerunner of advances on all wire products. There is also 
some indefinite rumor concerning possible advances in 
tools and certain builders’ hardware items. 

Holiday trade is very satisfactory at firm prices. 

Jobbers expect advances to follow the first of the year. 
It is believed in some quarters that jobbers and dealers 
will continue to place orders in fair quantities even though 
it is always believed desirable to hold inventory to a 


minimum. 


The reason for this is generally attributed 


to the belief that prices are more likely to advance than 


to decline. 





Food Choppers Active 


The local demand for food choppers 
has been exceptionally good. This item 
is expected to continue active through- 
out the entire holiday season. Prices 
are firm and stocks satisfactory. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Universal food choppers, No. 0 
$1.25 each; No. 1, $1.52 each; No. 2, 
$1.86 each; No. 3, $2.37 each; No. 323. 
$1.85 each. 

Russwin food choppers, No. 1, $1.50 
each; No. 2, $1.85 each, and No. 38, 
$2.35 each. 

Dandy food chopper No. 1, $1.15 
each. 


Nut Crack Demand Good— 
Picks Also 


A good demand has started for nut 
picks, nut crackers and the sets which 
contain a bowl with cracker and picks. 
This is a good holiday item and the 
jobbers expect a good aggregate vol- 
ume this year. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 
Nut crack, cast iron nickel plated, 


3l%4c. each. 

yut ~~ ga nickel plated, 5% in., 
- each 

ut crack and pick set, nickel 


plated, 1 set in box containing 1 crack 
and 6 picks, 25c. per set. 


Nail Prices Withdrawn by 
American Steel & Wire 


New York jobbers report that the 
American Steel & Wire Co. has with- 
drawn all prices on nails, effective Nov. 
19. It is believed that this may be the 
forerunner of higher prices throughout 
the wire goods line. For the present 
there has been no change on nails in 





this market, but it is generally believed 
that higher prices are to be expected. 
Jobbers’ quotations to retailers, 


f.o.b. New York: - 
Nails.— Wire nails, $3.50 base per 


eg. 

Cut nails, $4 base per keg 

Wire nails and brads in small lots, 
70-10 per cent off list, in 1-lb. pavers. 

Roofing nails, 1 x 11, plain, $5 to 
$5.15 per 100 Ib.: galvanized, $8.05 to 
$8.25 per 100 Ib. 

American felt roofing nails, % x 
10%, plain, $6.50 per case. Galva- 
nized, $10.25 per keg. 


Advance on Scythes 
Effective Dec. 15 


American manufacturers of scythes 
have announced an advance, effective 
Dec. 15,1924. The advance will be $1 
on two-piece models and $2 on the one- 
piece type. 





Xmas Tree Holders Moving 


Dealers are placing large orders for 
Christmas tree stands, at firm prices. 
Jobbers’ stocks are not large. 

Jobbers’ quotations to. retailers 

f.o.b. New York: 

Christmas tree holders. Gem, $4.20 
per doz.: Crown. No. 2, $7.50 per doz.; 

Crown, No. 3, $12.55 per doz. 


Cotton Gloves Selling 


Cotton gloves are active at firm 
prices. Jobbers have reordered in some 
cases, and the retail trade reports a 
decidedly increased demand during the 
past ten days, due, it is said, to the 
colder weather. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Cotton gloves, white canvas, $1.68 
a doz.; Jersey gloves, brown, $2.50 
per doz.; leather palm gloves, $4 per 
OZ. 
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Important Change An- 
nounced on Stove 


Bolts 


New York jobbers report a change 
in stove bolts list practice which has 
been a little confusing in some cases. 
It is said that a stove bolt with a small 
head has been very popular in the 
Central West and Far West, but has 
not made much headway in this sec- 
tion of the country, until lately. As a 
consequence, American manufacturers 
generally are now making this smaller 
head type as well as the common type. 
The latter now bears the identification 
“large head national standard,” and 
will actually sell for about 10 per cent 
higher in a short time. The smaller 
type takes the identification “national 
standard,” and will be sold at prices 
practically the same as quoted on the 
common type, which will now be known 
as “large head national standard.” 
Further data will be available later. 
Prices we give here may be relied upon 
until further notice. 


Jobbers’ — to retailers, 
f.o.b. New York 
olts. — Common carriage bolts, 


small sizes, 40 to 40 and 10 per cent, 
large sizes, 40 per cent. 

Machine bolts, all sizes, 45 to 50 
per cent. 

Lag screws, 45 to 50 and 10 per 
cent. 


Stove bolts, 75 to 75 and 10 per 
cent; both flat and round head. 
Sink bolts, 75 to 75 and 10 per cent. 


Tire bolts, 45 to 50 per cent. 

Step bolts, 3344 per cent. 

Screw anchors, 75-10 per cent. 

Lag screw shields, 80 per cent. 

Machine bolt shields, 65 per cent. 

Prices vary in different sections of 
the city. 

Spring cotters, 30 per cent. 

Copper rivets and burrs, 40 to 40-10 
per cent. 

Round head iron rivets, 60-5 per 
cent; tinners’ rivets, black and tin, 
60- 10 per cent. 

Cap screws, 80-10 per cent. 


Kester Solder Advanced 


Kester prepared solder was advanced 
to 65c. throughout the Metropolitan 
market, There is an active demand for 
this product, particularly among radio 
fans. 

Jobbers’ quotations to. retailers, 

f.o.b. New York: 

Bar solder (half and half), 40c. per 

Ib.; strip solder, 46c. per Ib.; Kester 

solder, acid or rosin core, 65c. per lb. 


Jobbers Report Rifle Shot 
Selling Well 


Air rifle shot is in fairly good de- 
mand. The recent advance created 
added interest in this line, and jobbers 
report good sales. Stocks are adequate. 


Jobbers’ quotations to _ retailers 
f.o.b. New York: 
Air rifle shot (BB) in 5 Ib. bags, 


&5e. per bag; in 25 Ib. bags, $3.75 per 
bag. 





Carpet Sweepers Active 
as Holiday Items 


Within the city limits carpet sweep- 
ers are among the most active holiday 
items. Prices are firm and stocks ap- 
parently satisfactory. In the suburban 
sections the demand is showing some 
improvement, and it is generally be- 
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lieved that this will be a good seller | Up to the present time the demand has 
been very light, but with current sales 


throughout the holiday season. 
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32 x 32, $13.45 per doz.; 35 x 35, $16.75 
per doz.; 30 x 36, $15.40 per doz.; 40 
x 42, $19.05 per doz. 


Jobbers’ quotations to _ retailers 
f.o.b. New York: 

Carpet sweepers, Standard, ja- 
panned, $3 each; Universal, japanned, 
$3.50 each; Grand Rapids, japanned, 
$3.67 each; Grand Rapids, nickeled, 
$4 each; American Queen, $4.50 each; 
Princess, $4.16 each. 





Cold Weather Improving 
Stove Goods Sales 


The cold weather has boomed the 
sale of stove goods to a point where 
the majority of orders being placed 
call for some item in this classification. 





so heavy it is believed that the aggre- 
gate volume for this year will be very 
satisfactory. Prices are unchanged. 


Jobbers’ quotations to _ retailers 
f.o.b. New York: 

Dampers, 4%-in., 10c. each; 5-in., 
10c. each; 5%-in., lle. each; 6-in., 
12c. each; 7-in., 18c. each. 

Stove pipe elbows, 4%-in., 13c. 
each; 5-in., 14c. each; 5%-in., 16%c. 
each; 6-in., 18c. each. 

Stove lifters, l-in., 6c. each; 2-in., 
Tic. each. 

Stove pipe collars, 4-in., 3c. each; 
4l4-in., 4c. each; 5-in., 4%c. each; 
5%4-in., 5c. each; 6-in., 5%c. each. 

Stove boards, 24 x 24, $7.90 per 
doz.: 26 x 26, $8.55 per doz.; 28 x 28, 
$9.60 per doz.; 30 x 30, $11.40 per doz.; 








Pokers, 4 x 20 straight, 644c. each; 
4% x 20 bent, 6%c. each; Neverbreak, 
19%c. each. 

Ash sifters, rotary type, $2.10 each. 

Moore’s handy truck, $2.25 each. 


Sleds and Snow Goods 
Moving Better 


While there has been no snow, the 
weather in the New York territory is 
unusually severe for this time of the 
year. It has been reflected in greatly 
increased orders for sleds and for snow 
tools. 





Home Lighting and Your Opportunities 








Editor’s Note:—The work of the Light- 
ing Educational Committee is very impor- 
tant to the retail hardware trade. Through 
these efforts more homes will have better 


lighting. Better lighting means more sales 
of bulbs and lamps. Line up with this 
work and reap your full share of benefits 
that will surely accrue. 








months home lighting will be a subject in which 

you may expect unusual community interest. For 
the electric lighting industry has under way a campaign 
for better lighting in the home which will operate in all 
communities throughout the country, large or small, and 
in which every family will be interested. Lighting fix- 
tures, portable lamps, and home shade making,’ then, 
should be played up strongly by means of more window 
displays, department exhibits showing correct and in- 
correct lighting, and advertisements pointing out the ex- 
tent of your stock and the discrimination with which it 
has been selected. 


ip ante ton last month and continuing for five 


Capitalize on Campaign 


A profitable method of capitalizing on this acute in- 
terest which is now developing in better home lighting is 
to install a temporary bureau of lighting where you may 
plan and estimate the entire lighting for new homes. 
Your store should tie in with the national and local pub- 
licity of this campaign. 

The campaign centers about a home lighting essay 
contest among children of high school age, which you 
may already have noticed advertised in the big monthly 
home magazines and some of the weeklies, too, and will 
continue to see up to and including the month of May. 

In addition to community prizes which will be offered 
by the local electrical league of your town there are 
eleven national prizes consisting of a $15,000 electrical 
home and university scholarships of various values. Each 
contestant is given a free home lighting primer and 
asked to do four things: 


Required of Contestants 


1. Study the lessons in this book. 

2. Investigate the lighting equipment in his own home, 
and in the homes of two of his friends, and report this 
investigation on pages marked for the purpose. 

3. Select the fixtures he would use from the abbreviated 
catalog included and paste them in the proper position on 
the pictures of the rooms in this book so that each room 
is properly lighted. 

4. Write an essay (not more than 600 words) telling 
what changes he would make in his own home if he 
wanted to have it lighted properly. Tell why he would 
make such changes. 

The primer is a very readable booklet which gives the 
principles of correct lighting and catalogs the lighting 
equipment for various rooms. You should familiarize 
yourself with it to find out what kind of lighting informa- 


tion is reaching the public. The price of the home lighting 
primer is 5% cents. It may be obtained from the Society 
for Electrical Development at 522 Fifth Avenue. 

The purpose of the contest is to render a service to the 
12,000,000 families who use electric light and is based on 
the following facts: Twenty-five per cent of school 
children have defective eyesight. Sixty per cent of the 
persons engaged in industry have defective vision. The 
war time draft rejected 21 per cent for this reason. The 
investigation of the National Electric Light Association 
shows that home lighting standards are very low. 


Homes Not Well Lighted 


“The homes of today are suffering either from too 
much glare with bright light sources or from too dimly 
lighted rooms,” says the report. “As a result, more and 
more people wear glasses, and defective vision among 
children has become a problem in our schools. Poor home 
lighting is a major contributing force. The only reason 
it exists is ignorance of what good lighting really is. 
The ‘Better Home Lighting Activity’ seeks to correct this 
condition by removing the cause in an educational con- 
test among ‘school children—a contest which will be 
eventually carried home to the rest of the family.” 


Community Interest Assured 


The whole electrical industry consisting of power com- 
panies, electrical contractors, jobbers and distributors, 
have organized in regional and local committees to put 
over better lighting activities. Concurrent with the con- 
test (which runs from October to May, although all es- 
says must be submitted by Dec. 1) it is planned to run 
in each community interested (2700 are already reported 
as actively organized) newspaper advertisements of it, 
supplementary newspaper lessons for home study, a mo- 
tion picture film, local electrical window displays in which 
a cardboard model of the $15,000 prize home will be fea- 
tured, lectures, lantern slide exhibits and radio broad- 
casting. Another feature is the actual erection and fitting 
of the modern electrical home by some local contractor 
for demonstration purposes. Fifteen communities have 
already done this. 

Back of this activity is the concerted indorsement of 
educators, many of whom are distributing the primer in 
the public schools, women’s clubs, and national home and 
juvenile magazines. The Home Lighting Educational 
Committee reports that 1,000,000 primers have already 
been distributed and about 5,000,000 other pieces of pub- 
licity material. Thus at least 1,000,000 homes are now 
open to ideas on better lighting. 
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Conservative Optimism in New England 
Demand for Staple Lines Consistent 


(Boston office of HarpwaRE AGE) a quiet period for New England hardware dealers, and I 

LMOST without exception hardware dealers and see no reason to change my belief that conditions will be 

houses are optimistic about business and the future. different in 1924-25. I do expect a mighty good spring 

Yet in views expressed on conditions existing and business, however, with some material advances in prices. 

apt to develop, more or less conservatism is noted. One I don’t want to see the higher prices, but what can the 

of tue largest shelf hardware jobbing houses says sales manufacturer do? Labor constitutes the major cost of 

are running slightly behind those of a year ago, and that manufacture, and so far as I know manufacturers of hard- 
it presumes other concerns are in the same boat. (“With ware are not cutting labor’s wages.” 

all the unemployment throughout New England, we don't Mill supplies are selling much better, both over the 

“ei how -* _— could “ anything else but run behind counter and out of jobbers’ stocks. Retail dealers in some 

wor Paced wey © unemployment situation is improving, instances report a considerable volume of holiday buying 


and naturally we anticipate larger business.” 

Another shelf hardware jobber says: “Nobody is more 
optimistic over the business outlook than I am, yet I 
cannot but feel that some people are letting their opti- : 
mism run away with them. For instance, revorts to the The heavy hardware dealers are doing a larger business 
contrary, I don’t look for a big volume of business in this than heretofore, but the improvement at times appears 
district during the winter. The winter always has been painfully slow. 


even at this early date. The consensus of ovinion among 
mill supply houses and dealers is that prices are more 
likely to be higher than lower during the next few months. 


24, $2.15; in less than case lots, $2.20; 


AUTOMOBILE ACCESSORIES.—New would advance prices, but they evi- sciilieem te dun inte, S208; ie lowe ten 


prices on Klaxon horns will be out ina dently changed their views. case lots, $2.85. Thrift, in lots of 12, 
few days. i ’ 94c.; less than 12, 98c.; in case lots of 
y Under a new policy of the ote. TIP from Boston jobbers 50, 75c. Relay, in case lots of 25, $2.15; 
manufacturers, each horn is guaran- Barrows.— Wheel. from Boston in less than case lots, $2.25. Vigilant, 
teed 90 days from the day it is bought stock, steel wheel, No. 4, $5.50 each in case lots of 50, $1.29; in less — 
: - net: No. 5, $5.75.. Wood wheel, No. case lots, $1.36; radium, in case lots 
by the consumer. If defective during 4. $5.75: No. &. $6 ’ $2.13; less than case lots, $2.24. for 
; : A 0. tear oe : , nado, No. 4570, in case lots o , 
that — a new one will be substituted, pRatTTERIES.—Sales of batteries con- 95c.; in lots of 12, $1; in lots of less 
provided the defective horn is returned tinue heavy, due to the activity in radio than 12, $1.05. 
in good condition. circles. It is becoming more and more CUTLERY.—Jobbers size up the cut- 
eee, trom Boston jobbers’ evident that 1924 will be one of the best ery demand as “good, but not as much 
OCKS: ° ”? : 
gputomonile focsametien—-Apoo line, years on record on battery sales. Just 5° 48 — like to see. ae 
Steering wheel puller 5 each, net; : . . arently are carrying an assortmen 
came fal weaicn Ga: Sean now jobbers are getting good flashlight i : 4 : * a ines lene 
wheel puller, 82. 25 horn, button, s7e.; battery orders for delivery next month. © § ai - we i no oe gan a 
rear whee rake, lass oi : a Individual items as e ave in e 
gage, | 30c:; ratchet, | wrench: $2.25: a from Boston jobbers dio y 
windshie wiper crankcase ve : iw ‘ 
arm, 48c., and battery charger, $13.50. Batteries.—Flashlight, in a of SIX We quote from Boston jobbers’ 
Springs. —Vulcan line all makes, 35 pd aa ee te aay — the stocks: . ; 
per cent. “~~ Ford sizes, 7-leaf nove OE. een” ~ 4 :? os 50 - Knives.—Kitchen, No. 303, 80c. per 
front, No, | 2000, $1.25 net; 9-leaf ee, ee doz. net; No. 333A, $2.50. Slicers, No. 
front, No. "2004, '$2; 9-leaf rear, No. "i Ther sail” te: endiimen of 06 283, $5.25; No. 283A, $6; No. 2017, 
2009 - oy td ce Poe — 3 S : / $5.25. Butcher, No. 200, 5-in., $3; ; 
2 Mc Gages.—Balloon tire, in 1 O. f I. th ge a : ai , mo 6-in., $3.25; 8-in., $4.75; 9-in., $6; 10- 
lots of less than ten, $1.13 each: in ety ~ rey Fa” ar '99 ne 100. in., $7; i2-in., $10; 14-in., $12. Ebony 
packages of ten, $1.08 each. ; - oe Ss * = $30 oe’ $: eer 4 eo te handles, &8-in., $7.75; 10- in., $10.75; 
Oils and Greases.—Mobiloil, cylin- ah i i. ia ue oh waite to 12-in., $14.25. ‘Grapefruit, No. 342, $2. 
der, A. E. and Arctic, one-gal., $1.25 an ne 1 60 © gs ae S pr ro Straight Shears.—Universal line, 
per gal.; five gallons, $1. 081% per gal.: aan eng 7 ‘98 rem $2.34. : — SO japanned, 6-in., $8 per doz. net; 6% 
30 gallons, $1 per gal.; 55 gallons. 95c. e barrel, $1.98 and $2.34 each. in., $8.50; 7-in., $9; 7%-in., $9.55; 8- 
~ pent Se B, ey 7. 30; CARTS AND WAGONS.—Carts and in., $10. 10: 9-in., $12. nae Oe plated, 
gallons, 6 per ga 30 gallons, : F . $9.15 614-in., 9.55;  T-in., 
Os per gal. Transmission oil, C. wagons continue to sell in a satisfac- 310. 10; 71% -in., $10.75; 8-in., $11.15; 
$1.05. per gal. ‘ yoy a 4 sreaee, tory way, both for immediate and fu- 9-in., $14. Left hang, TR- oar "Tis. 
-pound Ilots c. per ubri- . Bent Trimmers.— apannec¢ -in 
Cant arease, tn’ &-seenk doen’ $11 62 ture retailers’ wants. Jobbers’ stocks $9.55: 8- in., $10.75; 9-in., $13.55; 10- 
ner case of 12; in 1-pound packages, are going down steadily. in.. $16.9 ' 
$10 per case of 48. Discount 25 per : P harbors’ Shears. —Nickel plated, 
cent. We quote from Boston jobbers 7%-in., $12 per doz. net; 8-in., $12.80. 
Boyce -ite.—Consumers’ packs, three stocks ro Bn Scissors.—Pocket, 4-in., $8.35 per 
4-oz. cans, $1 list; %-gal. cans, $3.5 Kiddie Kars.—-No . 101, $1.5 <—- doz. net: 414-in., $8. 65. Embroidery ; 
l-gal. cans, $6. Consumers’ bn net; No. 102, $2; No. 103, $2.50; No 3%-in., $7.65: y 2 in., $8.35. _ Ladies 
come 10 in crate; %-gal. cans, 10 to 104, $3; No. 105, $3.34. 4-in., $8.35; 4%-in., $8.70; 5in., $9; 
orate: 1- Br cans, 5 to Sonte. vote ——" “t5. a 67, —No. 154, $4 each net; 6-in., $10.35. 
pac ages ere is a discount of 40 : S 
33% per “gent, or ; ae a Dag 2 $3; No; 3038, $3.67; which caught many cmaeueel rong i 
ires.—Hartfor ine, cord, - tagger y - 
skid clincher, 30 x 3% in.. amietine. 7 Kiddie Koasters. —Rubber tire, No. stimulated the heater "a very i 
os each nigh 0 x 8% in. extra, — a ee 636. $5 though jobbers report that a very large 
$10.45; stra 2. x 3% in., $10.45: —_ i, INU. OU, ‘ ‘OV 
32 x 4 in., $14. 60° 333 4 in., $15.05: CLOCKS.—Comparatively little change its requirements some time ago. 
34 x 4% in., $20.25: 35 x 5 in., $25.70. , ted in th lock ket. Certain We quote from Boston jobbers’ 
Tires.—Hartford line. clincher cord. 1S noted in tne clock market. stocks: 
le 3% xr ayguinas extra sine, $045; makes and styles are in excellent de- Heaters.—Universal line. 30: ppnees. 

‘ 9 a size ° . ‘ 2-i owl 38 each 
straicht side cord, 30 3% in. mand, while others are rather difficult — eee ak sh in. baw, 
ae ia g im, $11.35; 31 x Ps oa to move. Timepieces suitable for the $7.13: No. E9954, plain, us in. bow! 

’ ’ ° s flector, n. Dow!, In 
$14.10; 34 x 4 in., $14.60: 32 x 4% in. Christmas trade are being booked a $7.88; tilting refle le eaten omy Biany 
$18.50; 33 x 4% in., $18.95; 34 x 414 i little more freely. three heaters, one each royal blue, 
$19.45: 35 x 4% in.. $19. ‘95: 36 x 416 WwW f _— jobbers’ mahogany red, sage green, $10.50 per 
$20.45: 33 x 5 in., $24.40; 35 x 5 in., : e quote from J4oston Jo assortment; No. 2, three heaters, one 
news Sy SS Why SORE. . pone —New Haven line, Telltale, each, old rose, ivory, French gray, 

BARROWS.—Jobbing quotations on in case lots of 50, $1.24 each net: in $10.50. ; ; 
wheelbarrows has been reduced 50c. a homage y nag Baye om ones HOISTS.—Hoists are in better demand 
each. It was believed some jobbers lots, $2. Tom-tom, in case lots of than they have been before in months. 
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Sales are not up to the standards of prices otherwise remain as heretofore. 


previous years, but are so much better 
than they have been, jobbers are highly 
pleased. 


We quote from Boston jobbers’ 
stocks: 

Hoists.—Yale & Towne line, spur 
geared, 20 and 7% per cent discount; 
screw geared (side wheel type), 30 
and 20 per cent; differential, 60 and 
5 per cent. Chisholm- Moore line, high 
speed, 30 and 20 per cent discount; 
standard screw, 30 and 10 per cent 
discount; trolley, 35 and 10 per cent 
discount; differential, 20 and 10 per 
cent; anti-friction, 35 and 10 per 
cent; trolley, 35 and 10 per cent. 


NAILS.— Many are talking higher 
prices for nails within the near future. 
Nobody appears to have any definite 
assurances that an advance is coming. 
The prevailing optimism and the fact 
that mills have advanced prices on cer- 
tain products may be the basis for 
higher nail quotations talk. 


We quote from Boston jobbers’ 
stocks: 

Nails.—Wire, $3.80 per keg, base, 
from store; from mill in less than 
carload lots, $3.05 per keg, base, and 
in carload lots, $2.80 per keg base, 
f.o.b. Pittsburgh. Galvanized wire 
nails, 1l-in. and longer, add $2.50 per 
keg; shorter than l-in., $2.75; cut 
nails from store $4.15 per keg base; 
hardened steel, $8.10; direct ship- 
ments from mill, car lots, $3.50, less, 
than car lots, $3. 65, f.o.b. Pittsburgh: 
Tremont, in less ry car lots, $3.85; 
hardened steel, $7.60 f.o.b. Wareham. 
Mass. ; galvanized, 4- -pennyweight 
and smaller, $6.30 f.o.b. factory base; 
larger, $7. 05; from store, 4- -penny- 
weight and_= smaller, $6. 80 base; 
larger, $7.55; cement coated nails 
from mill, in less than carloads, $3.75, 
per keg base; in carloads, $3. 45; hard 
steel nails, from store, $8. 10 per keg 
base; from factory, $7.60: blued 3- 
pennyweight, light sterilized lath, 
$2.05 per keg. Galvanized roofing 
nails, 2 -in. head, $8.10 to $8.70 per 


RADIO GOODS.—The fellow who says 
a retail hardware dealer should not get 
into the radio goods business, should 
see some of the sales being made in 
greater Boston. Business is fairly 
humming with those firms making more 
or less of a specialty of radio appli- 
ances. 


We quote from Boston jobbers’ 
stocks: 

Sets.—Kennedy, No. 5, $105 each 
list; No. 6, $185; No. 15, $142.50. Dis- 
count 35 per cent. Ea le balanced 
neutrodyne receiver, $175 list. Dis- 
count 35 per cent. Synchrophase 
broadcast receiver, $155 list. Dis- 
count, 35 per cent. Cook’s De Luxe 
instaliation, $400 net. Crossley goods, 
Newport, $100 each; discount 40 per 
cent. Trirdyn, $65; discount 35 per 
cent; special $75, discount 35 per 
cent: No. 51, $18; hg 51A, $14; No. 
51 $25; No. 50, $14.50; No. 50 A, $18; 
No. 50B, $18; ‘No. 52, $30. Discount 
33% per cent. 

Batteries.—Yale, B, 45 volts, $3.75 
each list; 22% volts, $2. Discount 
35 per cent. 

Battery Charge.—Apco line, in lots 
of less than 10, $13.50 each net. 

Tubes.—Cunningham and R. C. A. 
$4 list. Discount 25 per cent. 

Loud Speakers.—Western Electric 
No. vais $9.50 list. Discount 30 per 
cent. 

Loud Speakers.—Upright model, $25 
list; Musette, new model, black, 
$12.75 each list: gold and silver bases, 
$20. Discount, 35 per cent. 

Loops. —Cook’s new folding model, 
$13.50 each list. Discount in lots of 
less than siz 30 per cent. In lots of 
six or more, $7.50 each net. 

Meters. —Sterling ammeters, No. 24, 
35 amps., 65c. each net; voltameters, 
No. 44, 35 amps., 90c. each; volt- 
meters, No. 34B, 0 to 30 volts, $1.50 
each: No. 34C, 0 to 50 volts, $1.85. 


ROOFING MATERIAL. — Japroid 


B+ quote from Boston jobbers’ 
stoc 

Roofing Paper.—Japroid line, slate 
surface, imprinted, $3.50 per roil; 
plain standard, $2.30 and $2.55; 
rr %y Me x (35 lb.) on 70; medium 
($45 Ib.) $2.15; Bonn (55 1b.), $2.65; 
Rockroia, light, $105; medium, $1.45; 
heavy, 1.60. 

Shingles.—Japroid line, lock top, $5 
per square; super giant, 12%-in., : 
individual, $6.25; super strip, $7; 
strip, 10-in., $6. 

Paper. —Bermico sheathing, $85 


ton; Japroid sheathing, $63; tarr oa 


felt, larger rolls, $65.80 a ton; smaller, 
0 a ton. 

Root Coating.—Stormtight, liquid, 
green and red, 5-gal., $3.40 per gal.; 
l-gal., $3.50; plastic roof cement, 5- 
gal., 32c. list; 1l-gal., 35c. Discount 
33% per cent. 

Roof Coating.—Liquid, black, in 
drums or barrels, $1 per gal. net; 
in half barrels or drums, $1 07 per 
gal.; in 20-gal. lots, $1.20 per gal.; in 
15-gal. lots, $1.20; in 10-gal. lots, 
$1.20; in 5-gal. lots, $1.27; in 1-gal. 
lots, $1.34. Other colors cost con- 
siderably more. 

Roof Cement.—Plastic, black, in <4 
Ib. lots, $12.67 per 100 Ib.; in 25-Ib 
lots, $12. 74; in 10-lb. lots, $14; in 5- 
Ib. lots, $14.67; in 1-lb. lots, $16.67. 
Other colors cost more. 

Primers.—In i-gal. lots, $1; in 5- 

l. lots, 94c. a gal.; in 10-gal. lots, 
4c. a gal. 

Roofing Cement.—lIn 1-lb. cans, 32 
to the case, 15c. per lb. net; in 3-lb. 
cans, 12 to the case, 13c.; in 5-Ib. 
cans, 12 to the case, 12c. 


mn. quote from Boston jobbers’ 
stocks: 

Wood Screws.—Flat head, bright 
72% per cent discount; flathead, 
blued 72% and 5 per cent discount; 
round head blued, 70 per cent dis- 
count; flat head, brass, 70 per cent 
discount; round head, brass, 67% 
per cent discount; flat ‘head, galvan- 
ized, 57% per cent discount: flat 
head, nickel, 60 per cent discount; 
round head nickel, 60 per cent dis- 
count. 

Machine Screws, Etc.—Machine 
screws, flat and round, hex., Nos. l, 
2 and 3, 45 per cent discount; No. 4 
and larger, 50 and 10 per cent dis- 
count; fillister iron, Nos. 2 and 3, 
40 per cents discount; No. 4 and 
larger, 45 per cent discount; flat and 
round head, brass, Nos. 2 and 3, 40 
per cent discount; No. 4 and larger, 
45 per cent discount; fillister brass, 
Nos. 2, 3, 4 and larger, 35 per cent 
discount; coach screws, 45 pér cent 
discount; set screws, including head- 
less, 65 and 5 per cent discount; cap 
screws, square and hexagon, 65 and 5 
to 65, 10 and 5 per cent discount; lag 
screws, 40 per cent discount. 


ne quote from Boston jobbers’ 
stoc 

Sheet Zinc.—In 300 Ib. casks, $12.25 
per 100 lb.; in 200-Ib. casks, $12.50; 
in 100 Ib. casks, _ 75: in less than 
100 lb. casks, 3.25 


We quote from Boston jobbers’ 
stocks: 

Silverware. — Community Tudor 
plate spoons, tea, $2 per doz.; des- 
sert, $3.74; table, $4, soup, $4; forks, 
dinner, $4; dessert, $3.75; knives, 
dinner, embossed handle, $4. 50: des- 
sert, $4.38; dinner, plated, $11. 40; 
stainless, $12.68; dessert hollow 
pane, $10.78; stainless, $12; fruit. 
$4.44. Discount for cash 2 per cent. 


SCREWS.—Some jobbing firms are re- 
ported as giving an extra 10 per cent 
discount on cap screws. 
them, however, are holding to the 65 
and 5 per cent basis. 


A majority of 


SHEET ZINC.—Sheet zinc has been 
marked up 50c. per 100 Ib. following a 
similar appreciation in manufacturers’ 
lists. 


SILVERWARE.—Sales of silverware 
for the holiday season to date compare 
favorably with those of a year ago, but 
fall somewhat short of records made in 
previous years. 


sheathing paper has been reduced from SKATES.—Skates continue to sell, but 
$67.50 a ton to $63. Roofing material 


business is a long way from brisk. 


It 
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begins to look like a thin year for the 
jobber in ice skates, presumably be- 
cause quite a few retail dealers carried 
over stocks last season. 


+ quote from Boston jobbers’ 
stocks: 

ice Skates.—Union Hardware Co. 
ae No. 1624, 89c. a pair net; No. 

1624%, Ow of No. 1824; $2.06; No. 
1924%, $3.1 

Hockey ata —No. 524%, $1.36 a 
pair net; No. 424%, $1.74; No. 924%, 
$3.31. Canadian, No. 5%, $1; No. 7, 


$1.67. 
Ladies’ Skates.—No. 52, 97c. a Risnd 
ets No. as $1.17; No. 524%L. 
2; No. 5624%, $1. 14; No. 5724%, 
+f 2: No. 59244, $3.50. 
Outfits.—Men’ s, No. 72, $3.65 a pair 
net; ladies’, No. 74, $3. 65; Men’s, 
No. 130, $6; ladies’ ’No. 093, $6.50; 
all Goodyear welts. Tubular No. 
90, gray enameled, $5.50; nickel 
plated, $6.50. 


SLEDS.—Belated buying, coupled with 
shipments against orders placed some 
time back keeps interest in sleds alive. 
All things considered, it has been a 
good year in sleds. 


Pa quote from Boston jobbers’ 
stoc 

Sleds.—F lexible rs oy No. 1, $4 
each list; No. 2, $5; No. 3, $6.25; No. 
. oe No. 5, $9.25; Racer, $6.75; 
Racer, Jr., $5.50. Discount on store 
shipments, 33% per cent; on direct 
factory shipments, 35 per cent f.o.b. 
Philadelphia. 

Firefly Line.—No. $2.50 each, 
list; No. 10, $3; No. Ww ” $3. 75; No. 12; 
$4 25. Discount, 40 and 5 per cent. 

Paris Line —Speedway, No. 99, $22 
per doz. list; No. 100, $24; No. 150, 
$30; No. 200, $36; No. 250, $42; No. 
300, $50. Discount 40 per cent. 


TRAPS.—Sales of both game and 
mouse traps are quite encouraging. 
Mouse traps, according to some job- 
bers, are in better demand than they ~ 
have been in years. 


We quote from Boston jobbers’ 
stocks: 

Rat and Mouse Traps.—Genuine 
Marty French line, No. 1, 22-in. (24 
to crate), 3 crate lots, $20.22 per doz.; 
one crate lot, $21.78; broken crates, 
$23.34. No. 3, 16-in. (fifty traps to 
crate), 3 crate lots, $12.22 per doz.; 
1 crate ne $13.14; broken crates, 
$14.10. No. "314, 15-in. (72 to crate), 
3 crate lots, $9 per doz.; 1 crate lot, 
$9.68; broken crates, $10.38. No. 6, 
8-in. (150 tra — to crate), crate lots 
$5.60 a doz.; broken crates, $6 net. 

Game.—Game, No. 0, single s ring, 
with chain, $1.70 per doz. net; & 
$1.95: No. 1%, $3; No. 2, Fe Wn 
rae, with chain, $4.70; No. 3, 
$6.50; No. 4, $7.80. 


WEDGES.—With the consumption of 
wood increasing tremendously, retail 
dealers have been caught short of 
wedges, which has made good business 
for the wholesale firms here. 


be a quote from Boston jobbers’ 
stoc 

Wedges. —Wood choppers, Truckee 
pattern, 9%c. per Ib. 


WINDOW GLASS.—Window glass has 
been slightly reduced in price. 


We quote from Boston jobbers’ 
stocks: 

Window Glass.—Third quality, 
single B, 25 bracket, 88 per cent 
discount; 34 to 40 bracket, 87 a 
cent discount; larger, 86 per cent dis- 
count. All BB, 88 per cent discount. 


WINDOW WIRE.—Jobbing quotations 
on galvanized cellar window wire have 
been cut 25c. per 100 sq. ft. 


We quote from Boston jobbers’ 
stocks: 

Cellar Window Wire.—Galvanized, 
in 100-ft. rolls, 24 in. to 48 in., 2- 
mesh, $4.75 per 100 sq. ft. net; 2%- 
mesh, $5: 3-mesh, 5.05; 4- mesh, 
$5.35; 5-mesh, $5.35; 6-mesh, $5.70; 
7-mesh $6.35; 8-mesh, $6.35. Ext tras 
—Under 24-in. or over 48-in., 25c. = 
roll; 50-ft. rolls, 10c. per 100 sq. ft. 
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Holiday Goods Receiving Attention in Chicago 
—Consistent Demand for Staple Lines 


(Chicago office of HARDWARE AGE) 
HILE business on staple lines is reported good, 
W\ both jobbers and retailers are devoting most of 
their time to holiday goods, as sales on chafing- 
dishes, electrical utensils, guns and ammunition, roller and 
ice skates, toys, cutlery and plated ware and similar goods 
are moving in excellent volume. 

Commitments for spring delivery in nearly all lines are 
receiving attention, as confidence prevails in the stability 
of present values. 

A review of prices for the week shows very few changes. 
The tone of the market is firm, and it would not be sur- 
prising if a great many items advanced in the near future. 

Orders for builders’ hardware are coming in in good 
volume, but are mostly for spring delivery. It is expected 
that a large amount of construction work will be resumed 
in 1925. 


AUTOMOBILE ACCESSORIES.— 


Prices are unchanged. 


hardware wili be exceedingly good this ise. each; 
The demand is coming year. Prices are unchanged and, 


All the evidence now available indicates that we are 
moving rapidly into a period of prosperity. Stocks 
throughout the country, generally speaking, are low, and 
buying has been for immediate requirements only for a 
long time. Should a more liberal buying policy be pur- 
sued, relative to the covering for future requirements, the 
effect upon prices and production would be almost instan- 
taneous. The duration, however, of this prosperity period 
depends on whether or not there is an over-production. 

Steel producers in the Chicago district have advanced 
prices of bars, plates, shapes, and track material $2 a ton. 
No change has been made in sheet quotations, although it 
is said that the demand is improving gradually and that 
a new schedule of prices will be forthcoming soon. Pro- 
duction of steel is practically unchanged in the western 
market, and mills are operating at close to 70 per cent 
of capacity. 


two-piece 
plugs, 12c. each; 
of 50, 30%4c. each; 


attachment 
dry cells, boxes 
less than case 


all that could be expected at this season at the present market, are considerea lots, 34c. each. 


of the year. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Spark Plugs.—Splitdorf, 50c. each; 


regular, 58c. each; Champion X, 45c. 
each; lots of 100, 4lc. each; Cham- 
pion Blue Box line, 53c. each; A. ioe 
Titan, 58c. each; lots of 100, 5S6c. 
A. C. Special Ford, 44c. each. 


low. There is a general feeling that 
prices will stiffen up a little later on. each. 
CHAIN.—Sales volume is lighter, as 
usual at this season of the year. No 
recent price changes. 


We quote from jobbers’ 
f.o.b. Chicago: %-in. 


Radio Supplies.—Radio B batteries, 
No. 766, $1.40 each; No. 767, $2.62 


Battery Charge.—Apco line, in 
lots of less than 10, $13.50 each net. 
Tubes. —Cunningham and R. C. A., 
$4 aes. Discount, 25 per cent. 
oud Speakers.—Western Electric 


stocks, a d22W, $9.50 list. Discount, 30 per 


proof coil chain, cent. 








Spot Lights.—Anderson, on 3280, 
$6.50 each; Stewart, $5.67 eac 

Horns.—E. A. Electric cord), $4 
each. 

Jacks.—Reliable Jacks, No. 46, $2.50 
each: in lots of 10, $2.25 each; Ajax, 
No. 6, 90c. each; National Standard, 
No. 21, $1.20 each. . i 

Pumps.—Rose, 1%4-in. cylinder, $1.55 
each. 

Chains.—Non-skid, dozen pair lots, 
$31, per cent discount; 50 pair lots, 
i) per cent discount. 

Tires and Tubes.—30 x 3% over- 
size cord tires, $10.45 each; regular 
cord, $$ each: gray inner tubes, 30 
x 83%, $1.20 each; red inner tubes, 
30 x 3%, $1.50 each. 

AXES.—Sales on the popular price 
grades are holding up very well. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality single 
bitted unhandled axes, 3 to 4-lb., $14 
doz. base: double bitted, $19 doz. 
base; good quality black unhandled 
axes, same weight, single bitted, $13 
doz. “~~ single bitted handled axes, 
$15 to $22 per doz., according to qual- 
ity and grade of handle. 


BOLTS AND NUTS.—Prices are firm. 
It is understood that several jobbers 
have advanced their prices so that they 
are now in line with the present mar- 
ket. 

\We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread, 50 per cent discount; small 
carriage bolts, rolled thread, 50-10 
per cent discount; machine bolts, cut 


thread, 50-10 per cent discount; 
small machine bolts, rolled thread, 
o0-10-5 per cent discount; all stove 
bolts, 75-5 per cent discount; lag 


screws, 60 per cent discount. 
BUILDERS’ HARDWARE. — While 
buying for the last six months has been 
‘or immediate requirement only, it is 
very notable that a great many of the 
jobbers and large retailers are placing 
orders for spring delivery. From all 
indications the demand for builders’ 


50c. per 100 1b.; Tenso, Bull dog and 
Brown coil chains, 50-10 per cent dis- 
count; No. 00-4% electric welded cow 
ties, $2.75 per doz. 


FIELD FENCE.—Sales are all that 
could be expected at this season of the 
year. 


CLIPPERS, HORSE AND SHEEP.— 
Prices are unchanged; sales are fair. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Stewart No. 1 clip- 
ping machine, $14 list; No. 15 one- 
man power shearing machine, $25 
list; top plates No. 90 and No. 360, 
$1.50 each, list; bottom plates, No. 
99 and No. 361, $2 list. Dealers’ 
discount, 33% per cent. Stewart 
electric clipping machine. No. 85, 
pedestal type, $85 list; No. 900, 
shearing machine, $90 list, f.o.b. fac- 
tory Chicago, with 25 per cent dis- 


count to dealers. P 
COPPER RIVETS AND BURRS.— 
Copper rivet prices are unchanged with 
the demand good. 


We quote from jobbers’ _ stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 40-10 per cent discount. 

EAVES TROUGH AND CONDUCTOR 
PIPE.—List prices have been slightly 
revised to permit uniform discounts. 
Sales continue active. 

We quote from jobbers’ . stocks, 
f.o.b. Chicago: Single bead lap joint 
gutter, 5-in., $4.50 per 100 ft.; Cor- 
rugated conductor pipe, 3-in., $4.75 
per 100 ft.; Plain ridge roil, 1%-in., 
$4 per 100 ft.: Corrugated conductor 
elbows, 3-in., $1.36 per doz. 

MER- 


ELECTRICAL AND RADIO 
CHANDISE.—Prices on rubber-covered 
wire have advanced. The balance of 


the staples remain the same. Sales are 
exceptionally good. 
We quote from jobbers’ stocks, 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 726-6-12%, $29.02 per 
ae rods; 1948-5-14%, $44.08 per 100 
rods. 


FILES.—The demand is good. Prices 
are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Nicholson files, 60-10 
per cent off list; Black Diamond files, 
40-10-5 per cent off list. 


GALVANIZED PAILS, TUBS, CANS 
AND BASK ETS.—Conditions 
changed. 
firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Competition galvan- 
ized after-made water pails, genuine 
riveted ears, 8-qt., $1.95 doz.; 10-qt., 
$2.20 doz.; 12-qt., $2.40 doz.; gal- 
vanized wash tubs No. 1, $6.35 doz.; 
No. 2, $7.15 doz.; No. 3, $8.35 doz.; 
No. 8 galvanized wash boiler, wood 
grip end handles, $13 doz.; 1-gal. 
tin breast galvanized kerosene can, 
$2.25 doz.; 1-bu. galvanized baskets, 
$6.50 doz.; 1%-bu., $8.25 doz.; 5-gal. 
galvanized oil cans, galvanized 
breast, $7.25 doz.; perpendicular, 
corrugated light galvanized ash cans, 
with cover, No. 55, $15 per doz.; No. 
66, $17.50 doz.; No. 77, $20 doz. Heavy 
galvanized after-made No. 171, $32.40 
doz.; No. 191, $37.25 doz.; No. 201, 
$44.75 doz. 


GARDEN HOSE AND LAWN SPRIN- 
KLERS.—The volume of spring orders 
being placed is not so heavy as usual, 
although there has been some improve- 


un- 
Jobbers are holding prices 


f.o.b. Chicago: 

Electrical Merchandise.—No. 14 
rubber-covered wire, $7.90 per 1000 
ft.: in 1000-ft. lots, $7.65: No. 18 
lamp cord, $14.50 per 1000 ft.; in 
1000-ft. lots, $13.75; %-in. brush brass 
key sockets, 19¢. each; two-way 
plugs, 60c. each; in lots of 10, 49%c. 
each; one-piece attachment plugs, 


ment noted. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Garden hose, good 
quality, molded hose, %-in., 10%c. 
per ft.; %-in., 13c. 
good quality, wrapped, 
per ft.; %-in., 12c. per ft.; 4-ply, 
good quality, wrapped, %-in., 12c. 


Reading matter continued on page 66 
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No other part of a garage is sub‘ected to such unceasing 
wear and tear as its doors. [hat’s why they deserve to be 
hung on hardware which will make them a source of last- 
ing satisfaction rather than the cause of daily annoyance. 
Warping, sagging, sticking, slamming—all these trouble- 
some features of ordinary swinging doors are forever elimi- 
nated by the use of — 








Garage Door 
Hardware 


Unlike swinging doors, Slidetite equipped doors are sus- 
pended from a faultless track and cannot sag or stick. They 
slide inside, away from snow and ice, and fold flat against 
the wall where the wind can’t possibly get at them. The 
doors slide smoothly, with no more effort than is required 
to open a house door, and fit tight and snug when closed. 


Many thousands of installations have proved S/:detite to be 
the only practical door-hanging system for openings of any 
width up to thirty feet. Even for doorways of this extreme 
width, Slidetite provides a clear, unobstructed opening. 


There is no better way to create customer good 
will than to sell Slidetite Garage Door Hard- 
ware. Every sale you make results in boundless 
satisfaction. Send today for Catalog A-29, 
which fully describes this highly profitable 
item of builders’ hardware. 





New York 
Boston 
Philadelphia 
Cleveland 
Cincinnati 
Indianapolis 
St. Louis 
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AHanever torany Door that Slides. Kansas City 
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per ft.; %-in., l4c. per ft.; 5-ply, 
good quality, wrapped, %-in., 9c. per 
ft.; %-in., lle. per ft. Lawn sprin- 
klers, Rain King, $28 doz.; original 
fountain sprinkler, $8 doz.; Rainbow, 
38-in. high, $24 doz. 


GLASS AND PUTTY.—Sales are very 
good. Prices remain unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, 
25-in. bracket, 88 per cent discount; 
single strength A, 34 to 40-in. brack- 
et, 86 per cent discount; single 
strength A, all other brackets, 85 
per cent discount; double strength A, 
all sizes, 86 per cent discount. Putty 
—pure grades, $3.75 per 100 lb.; com- 
mercial, $3.40 per 100 Ib. 


HANDLED HAMMERS.—Prices are 
very firm and considered favorable. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality, 16-0o0z. 
nail hammers, $10.50 doz.; first qual- 
ity, 16-oz. machinist hammers, $7.85 
doz.: medium quality, 16-oz. nail 
hammers, $6 doz. 


HANDLES, TOOL.—Prices continue 
firm and sales are very good. 


We quote from jobbers’ 
f.o.b. Chicago: 

Axe Handles. — No. 1 hickory, $4 
doz.: No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory; $6 doz. 

Hatchet and Hammer Handiles.— 
No. 1, 90c. doz.; finest second growth 
hickory, $1.50 doz. 


HATCHETS.—Sales are in normal vol- 
ume. Present prices are considered 


low. 


stocks, 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatchets, 
No. 2 shingling, $11.20 doz.; first qual- 
ity hatchets, No. 2 broad, $14.45 doz.; 
medium quality hatchets, No. 2 
shingling, $7.25 doz.; medium quality 
hatchets, No. 2 broad, $10.50 doz. 


HINGES.—No change in price of ainges 
nas been reported. The demand is good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges, 
in bundles, 4-in., $1.03; 5-in., $1.42; 
6-in., $1.60; 8-in., $2.70; 10-in., 
per doz. pairs; extra heavy T hinges, 
in bundles, 4-in., $1.56; 5-in., $1.66; 
6-in., $2.08: 8-in., $3.56; 10-in., $5.10 
per doz. pairs. 


ICE SKATES.—Sales are improving. 
Dealers are preparing for holiday busi- 


ness. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Key Clamp—Rocker, 
Men’s and Boys’, bright finish, 75c. 
air; Half Key Clamp—Rocker. 

omen’s and Girls’, bright finish, $1 
air: Key Clamp—Hockey, Men’s and 
oys’, $1.20 pair; Half Key Clamp— 
Hockey, Girls’, $1.40 pair. 


LANTERNS.—A very good seasonable 
demand is reported. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Dietz D-Lite, $13 doz.; 
with large fount, $14.25 doz.; Little 
Wizard, $8.50 doz.; Blizzard, $13 doz. 


LARD PRESSES AND SAUSAGE 
STUFFERS.—Colder weather is help- 
ing business. No change in price. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Enterprise No. 25, 
4-qt., $7.28 each; No. 31, 6-qt., $7.89 


each; No. 35, 8-qt., $8.67 each. 

LAWN MOWERS AND GRASS 
CATCHERS.—Commitments for spring 
delivery are coming in rather slow. A 
great many dealers who have not as 
yet placed their orders are advised to 
do so, as lower prices are not to be ex- 
pected for 1925. 


We quote from jobbers’ 
f.o.b. Chicago: 

Lawn Mowers.—16-in. ball bearing, 
5-knife, 1l-in. wheels, $12.35 each; 
16-in., ball bearing, 4-knife, 10%-in. 
wheels, $10 each; 16-in. plain bear- 
ing, 4-knife, 10%-in. wheels, $8.65 
each; 16-in. ball bearing, 4-knife, 
6-in. plain 
$7.35 


stocks, 


9-in. wheels, $8.85 each; 
bearing, 


4-knife, 9-in. wheels, 
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each; 16-in. ball bearing, 4-knife, 
8-in. wheels, $8 each; 16-in. plain 
bearing, 3-knife, 8-in. wheels, $5.85 
eacn. 

Grass Catchers.—Galvanized bot- 
tom, for 14 to 16-in. mowers, full 
packages, $8.80 doz.; galvanized bot- 
tom, for 18 to 21-in. mowers, full 
packages, $9.60 doz.; plain bottom 
canvas, for 18 to 2l-in. mowers, $7.60 
doz.; plain bottom canvas, for 12 to 
16-in. mowers, $5.90 doz. 


NAILS.—Prices are steady, with a very 
good volume of sales. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.15 per keg base; cement coated, 
$2.40 per keg base. The extra for 
galvanized nails is now $2.25 for 1-in. 
=~ longer, $2.50 for shorter than 
- nN. 


OIL STOVES.—Sales are only fair. 
Cold weather is expected to stimulate 
a demand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Old line New Perfec- 
tion 2-burner stoves, $17 each list: 
3-burner, $22 each list; 4-burner, $28 
each list; new Improved New Perfec- 
tion 2-burner, $22 each list; 3-burner, 
$28.50 each list: 4-burner, $35 each 
list; Superfex 2-burner. $36 each list; 
3-burner, $45 each list; 4-burner, 
$58.50 each list. All subject to 30 
per cent discount. Lots of ten or 
more are subject to 30-5 per cent 
discount. 


PAINTS AND OILS.—Linseed oil ad- 
vanced 4c. per gallon; turpentine ad- 
vanced 9c. per gallon, and the balance 
of the staples remain the same. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Linseed Oil.—Raw, barre] lots, $1.17 
per gal.; 5-barrel lots, $1.12 per gal. 
Linseed Oi!.—Boiled, barrel lots, 
$1.19 per gal.; 5-barrel lots, $1.14 
per gal. 

recat lots, 99c. per 
a 


Denatured Alcohol.—Barrel lots, 
65c. per gal.; steel drum, extra $6, 
returnable. 

White Lead.—100-lb. kegs, $15.25; 
50-Ib. kegs, $7.90; 25-lb. kegs, $4; 
12%-lb. kegs, $2.10 


Dry Paste.—Barrel lots, 6c. per Ib. 

Shellac.—(4-lb. goods), white, $3.50 
per gal.; orange, $3.25 per gal. 

English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib. 


PYREX WARE.—Sales are good and 
conditions indicate that a_ splendid 
Christmas trade will be enjoyed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Bread Pans.—No. 212, $7.20 doz.; 
No. 214, $12 doz. 
Casseroles.—Round, No. 167, $ 
doz.; No. 168, $14 doz.; No. 183, $ 
doz.; No. 184, $14 doz. 
Casseroles.—Oval, No. 193, $12 doz.; 
No. 197. $14 doz. 
Ple Plates.—No. 202, $6 doz.; No. 
203, $7.20 doz.;: No. 209, $7.20 doz. 
Tea Pots.—2-cup, $20 doz.; 4-cup, 
$24 doz.; 6-cup, $28 doz. 
Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 
ROASTERS.—The demand is steadily 
increasing; no change in prices. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: 
No. 75 blued, $10.75 per doz.; No. 
200, blued, $14.40 per doz.; No. Il, 
blue enameled, $20.75 r doz.; No. 
41, blue enameled, $25.50 per doz.; 
No. 13, magnolia enameled, $28.35 
per doz.; No. 43, magnolia enameled, 
$36.75 per doz. 
Black Beauty roasters and drip 
three-piece, No. 10, $9 per doz.; 
o. 20, $11 per doz.; two-piece, No. 
1, $2.57; No. 2, $3.30; No. 3, $3.93; 
No. 5, $4.63; No. 6, $5.27; No. 7, $6.27. 
Drip pans, 33% from manufacturer’s 
list. co tin bread and cake pans, 
33% from manufacturer’s list. 


ROLLER SK ATES.—Orders for future 
delivery are coming in in a very satis- 
factory volume. Also, holiday orders 
for immediate shipment are being 
placed very freely. 





November 27, 1924 


We quote from jobbers’ 
f.o.b. Chicago: 

Roller Skates.—Boys’ Chicago roller 
skates, $1.30 per pair; Girls’ Chicago 
roller skates, $1.40 per pair. 


ROOFING AND PAPER.—Raw ma- 
terials are higher, probably resulting in 
an advance later. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $1.95 per 
Square; best grade tale surfaced, 
$2.20 per square; medium tale sur- 
faced, $1.60 per square; light tale 
surfaced, 95c. per square; red rosin 
sheating, $55 per ton. 


ROPE.—The demand for early 1925 
shipment has been very good. No 
change in price. 


We quote from jobbers’ 
f.o.b. Chicago: No. 1 
ard brands, per lb.; No. 
Manila, 20%c. per lb.; No. 1 sisal, 
15%c. to 16%c. per lb.; No. 2 sisal, 
144ec. to 15%c. per Ib. 


SASH CORD.—No price changes. Busi- 
ness is only fair. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 standard brands, 
$10.55 per doz. hanks, No. 8, $12.10 
per doz. hanks. 


SASH PULLEYS.—The demanid is fair. 
Prices are unchanged. 


We quote from jobbers’ 
f.o.b. Chicago: Common sash pul- 
leys, .50c. doz.; barrels, 54c. doz.; 
Common Sense, 2-in., 60c. doz.; bar- 
rels, 54c. doz.; No. 105, 52c. doz.; 
barrels, 48c. doz. 


SCREWS.—A very satisfactory volume 
of business is reported. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head, bright 
screws, 78-10 per cent new list; 
round head blued, 76-10 per cent list; 
flat head brass, 76-5 per cent new 
list; round head brass, 74-5 per cent 
new list; japanned, 72-10 per cent 
new list. 


SOLDER AND BABBITT METAL.— 
Prices are steady and the demand is 
very good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted, 50-50 
solder, $37 per 100 lb.; medium, 
55 solder, $36 per 100 Ib.; 
40-60 solder, $35 per ¥ 
speed babbitt metal, $20 per 100 
standard No. 4 babbitt metal, 
per 100 Ib. 


STEEL SHEETS.—The demand is very 
good. Prices are unchanged. 


We quote from jobbers’ stocks 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.50 per 100 Ib.; 28-gage 
black sheets, $4.50 per 100 Ib. 


STOVE PIPE, COAL HODS, ETC.— 
A very satisfactory business is re- 
ported, with prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best full gage pipe, 
30 gage, 13c.; 28 gage, 15c.; 26 gage, 
17c. per joint. Corrugated elbows, 30 
gage, $1.35; 28 gage, $1.50 doz. Gal- 
vanized coal hods, 17-in., $5 doz. 


TRAPS.—Sales show an improvement. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 0, $1.05 each; No. 
1, $1.32 each; No. 1%, $2.20 each; 
No. 2, $3.03 each. 


WIRE GOODS.—Prices are unchanged. 


We quote from jobbers’ stocks 
f.o.b. Chicago: No. 8 black annealed 
wire, $3.05 per 100 Ib.; No. 9 galvan- 
ized plain wire, $3.50 per 100 Ib.; 
catch weight spool galvanized cattle 
or hog wire, $3.85 per 100 I1b.; 80-rod 
spool galvanized hog wire, $3.34 per 
spool. Polished fence staples, $4 per 
100 Ib.; 12-mesh black wire, cloth, 
$1.90 per 100 sq. ft.; 12-mesh gal- 
vanized wire cloth, $2.20 per 100 sq. 
ft.; 14-mesh bronze, wire cloth, $6 
per 100 sq. ft.; galvanized poultry 
netting, 55-5 per cent discount; gale 
vanized after poultry netting, 50-5 
per cent discount. 


stocks, 


stocks, 
Manila arand. 


stocks, 


Ib. ; 
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Welcome gifts in every home 








Feature Congoleum Rugs 
as Christmas Gifts 


No question about it—Congoleum Rugs are 
growing in favor as Christmas gifts! And 
thousands of merchants all over the country are 
taking advantage of this popularity to pile up 
Christmas profits. 


Follow their lead! No reason why the hard- 
ware dealer shouldn't do a big Congoleum 
Christmas business. For several years progres- 
sive hardware dealers have made special holiday 
showings of Congoleum Rugs and reaped brisk 
sales and quick profits. 


You can do the same. First of all, stock up 
with the newest Congoleum patterns. Then in- 
stall an attractive display of these floor-cover- 
ings to tie up with the special “Congoleum-for- 
Christmas’ advertising campaign. 


Of course we'll send you every selling help 
you need—Congoleum Christmas display cards, 
Christmas tags and Christmas gift certificates, 
as illustrated on this page. 


Write for the big Christmas Broadside. It 
contains . wealth of sound selling suggestions about these easy -to- sell Congoleum Rugs, write 
and explains in detail how you can get the full- 


est possible benefit from the “Congoleum-for- CONGOLEUM- NAIRN INC. 


Christmas’ campaign. Hardware Division Headquarters, Philadelphia, Pa. 


For the Christmas Broadside and complete details 
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Cooler Weather Helps Business in Northwest 
—Growing Demand for Holiday Merchandise 


been an appreciable increase in the amount of 
This apparently did not start after the 
election, but was already started a week or two before 
The necessity of buying for the fall needs 
seemed to have been recognized at the time the crops 
were threshed and marketed in part, and since that time, 
the wave of buying has been on the increase. 
The holiday trade has started in good shape. 
dry goods lines the merchants of Minnesota held a con- 
vention in the Twin Cities last week, and this was a draw- 


\ N ; the coming of the colder weather, there has 


trade. 


that time. 


ASH SIFTERS.—Sales are beginning 
to swing into the winter rate, with 
prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Square wood ash 
sifters at $2, round metallic at $3, 
and wood barrel at $6 per doz. 


AXES.—There is an increasing call for 
axes, although wood cutting operations 
have not yet begun to any great ex- 


tent. Stocks are well filled and prices 
unchanged. 
We quote from jobbers’ stocks, 


Single bit axes, 


f.o.b. Twin Cities: 
double bit axes, 


base weights, $14; 
base weights, $19. 


BALE TIES.—Call is still very good, 
with ample stocks on hand to care for 
the demand. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single loop bale 
ties at 70-10-2% per cent from lists. 


BATTERIES.—Sales in radio batteries 
are increasing with each week. The 
interest in radio shows every sign of 
being better this year and stocks have 
been placed accordingly. Prices show 
no change. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 6 dry cells, 
case lots at 29 cents each; radio ‘‘B’”’ 
batteries, unit package quantities, 
No. 766, $1.30 each; No. 764, $1.14 
each; No. 767, $2. 44 each; No. 772, 
$2.44 each; No. 770, $3.09 each; radio 
a batteries, No. 771, 39 cents each, 
net. 

BOLTS.—Bolts are selling at a fair 
rate, with stocks well assorted. Prices 
have not been changed. 


We quote from jobbers’ _ stocks, 
f.o.b. Twin Cities: Carriage bolts at 
50 per cent, machine bolts at 50-10 
per cent, stove bolts at 75 per cent, 
— lag screws at 60 per cent from 

sts. 


BRADS.—Call is not quite so strong 
as a few weeks ago. Stocks are in 
good condition and prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25- 
Ib. boxes, 70-10 per cent. 


BUILDERS’ HARDWARE.—Here, as 
elsewhere in the country, there is a 
movement on foot to improve the 
amount of building being done in the 
winter months. The lumber yards are 
doing their share by exhibiting signs 
suggesting the putting of foundations 
in the fall and building during the win- 
ter. This will doubtless have some ef- 


fect, and there should be an increase in 
the amount of building being done dur- 
ing the colder months, particularly with 


buying. 


In the 


the large amount of capital at hand. 
This will result in better builders’ hard- 
ware sales during the coming months. 
Fall work has been tapered off at the 
present, however. 


CHURNS.—Sales are slowing up some- 
what with the approach of winter, but 


there is a fair call for churns. Prices 
show no changes. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 
No. 4, $16.20 r doz.; No. 5, $16.70 
per doz., and No. 6, $17.25 per doz. 


COAL HODS.—Sales are becoming bet-. 


ter, as the colder weather increases the 
use of stoves. Stocks are well filled 
and prices steady. 

We quote from jobbers’ 
f.o.b. Twin Cities: Japanned open 
coal hods, 17 in., $3.40; 18 in., $3.80; 
japanned funnel, 17 in., $4.30; "18 in., 
$4. 70; galvanized open, 17 in., $4.75; 

, $5.25; galvanized funnel, 17 in., 
$5. 90: "18 in., $6.35 per doz. net. 
COASTER WAGONS.—Sales show a 
decrease, with fair stocks on hand. 
There is usually a demand for wagons 
around the holiday season for presents. 
Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Auto wheel coaster 
wagons No. , $5.50 each; No. 61, 
$6.44 each; No. 62, $7.02 each: No. 63, 
$7.22 each. Overland coaster w gons, 

50 per cent from factory lists; all steel 
coaster wagons, 50 per cent from 
lists. 
COPPER RIVETS AND BURRS.— 
Sales are still fair, with a good demand 
from garages for belt and brake band 
rivets. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Copper rivets and 
burrs, 40-10 per cent from list prices. 


DAMPERS.—Sales continue to be very 
good and stocks are ample. Prices have 
not changed. 

We quote from jobbers’ stocks 
f.o.b. Twin Cities: Cast iron wo 
handle 6-in. dampers at $1.40 per doz. 

EAVES TROUGH, CONDUCTOR PIPE 
AND ELBOWS.—tThe call for this class 
of material is showing smaller. Repair 
work is growing less, and new work 
has diminished at present. Prices have 
been changed, being slightly higher 
than the old quotations. 


quote from jobbers’ stocks, 
: Eaves trough, lap 
in., 28 ga., at 
28 ga. conduc- 
.00 ter r 100 ft.; 3 in. con- 
ductor elbows, $1.55 per ‘dozen, net. 


stocks, 


ing card to bring many other merchants in for delayed 


Indications point to better collections, all during this 
month. So far, there has been a decided improvement in 
this way, during November, and it is probable that 
financial conditions will be far easier by the end of the 
year than they have been for the past several years. 
Bank deposits are the highest for some time, and are 
steadily increasing. 

Prices are steady and showing strength in this market. 
Very few changes have been made during the past week. 


FIELD FENCE.—Call for fencing is 
still fair and stocks are ample. Prices 
show no changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 26 in. hog fence 
at $40.18 per 100 rods, net. 

FILES.—Sales are very good for this 
season of the year, with good stocks 
from which to draw. Prices show no 
changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades of 
files, 50 per cent; second grade of 
am 60-10 per cent from standard 

ts. 


GALVANIZED WARE.—Sales continue 
to be very good, with well-filled stocks 
from which to draw. Prices have not 


changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1 
galvanized tubs, $6.40; No. 2, $7.15; 
tg oe eg heavy galvanized tubs, 


$12; No. 2, $13.25: No. 3, $14.50: 
eT ee Ah ‘pails, 10-qt., 
$2.25; 12-qt., $2.40; 14-qt., $2.75; 16- 


qt. stock pails, $4.50, and 18-qt., ‘$5. 25 
per doz. 


PYREX OVENWARE.—A good demand 
is felt for this class of merchandise 
and stocks are well filled. Prices have 
not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 101 casseroles, 
$1.33; No. 197, $1.17; No. 203 ie 
plates, 50c.; No. 210, 67c.; No. 212 

bread pans, 60c.; ; No. 231 yr 4 pane. 


67c.;: No. 12 tea pots, $1.67; No 
$2, and No. 36, $2.33 each, net. 


GLASS AND PUTTY.—With the com- 
ing of cold weather glass and putty 
have shown good improvement in sales. 
Stocks are well filled for the expected 
call. Prices show no changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Minnesota prices, 
single strength glass, 83 per cent, 
and double strength glass, 85 per 
cent from list. Strictly pure putty 
in 50 Ib. drums, $5.05 cwt., and in 25 
lb. drums at $5.30 cwt. 


HAMMERS AND HATCHETS.—Sales 
are fair, with stocks well assorted. 
Prices have not been changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Maydole No. 11%, 
11.40 per doz.; Plumb eS $12; 
iverside No. 61 “ah ak Plum 
Broad Hatchet No $17.15; Plum 
a ag No. 2, $13. 15; Piura’ claw 
No. 2, $14.40 per doz. 


LANTERNS.—This is the season of the 
year when there is a good call for 
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The live hardware 


dealer says: 


BOSTON 
WOVEN HOSE & 
RUBBER CO. 
Cambridge, Mass. 
Makers of these famous 
brands of Garden Hose 


BULL DOG, 
GOOD LUCK 
and MILO 
Also 
Good Luck Jar Rings 


Bull Dog Friction Tape 





Good Luck Hose Washers — 
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“T Surely Am Thankful. 


‘T just saw the grocer next door 
put out five or six basketsful of green 
stuff for the garbage man. A warm 
spell made it go down unexpectedly. 


‘‘The milliner across the street has 
marked down all her hats. She has 
to sell them before they go out of 
style. 


‘“My nails and knives, garden hose 
and jar rubbers, electric washers and 
coffee percolators are good till they 
are sold.’’ 
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Foster Bros. Cutlery 


Sold by hardware dealers who handle the best. 


For the last fifty years Foster Bros. has held the distinction of being fore- 
most in butcher cutlery. This is true because we have kept pace with the times, 
developing new cutlery to meet demands, and always endeavoring to improve the 
quality of existing designs. 

Hardware dealers like to handle Foster Bros. Cutlery—it sells readily and 
gives them an opportunity to make a good margin,of profit. The customers are 
satisfied with the cutlery—the dealer is satisfied with the profit he makes. Result 
—reorders for Foster Bros. 


Ask your jobber for prices on Foster Bros. Cutlery 
THE BRAND IS FOSTER BROS. 


JOHN CHATILLON & SONS 


Established 1835 
85-99 Cliff Street | New York City, N. Y. 


-——s« ——_ 




















[FosTER BRos. CUTLERY 
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Jack Sobrowski Returns a Pocket Knife 


H E had been waiting patiently until there was an opportunity, and when it came he approached 


the cutlery counter and said: “Mister, can you fix him? His back is broken, 


” and handed 


across the counter a knife that had seen pretty hard usage. I replied, “Yes; we can fix, but I am 


afraid it will cost you as much to fix him as it will cost you to buy a new one.” 
“That no right. I have him about six months. 


I break while I open him.” 


He replied: 
It was at this 


point that I ascertained his name, by asking him for it. He said, “Why you want my name?” 
I replied, ‘“‘Well, if we fix the knife for you, we must have your name so you can get it when it 
is returned.” He said, “My name Jack Sobrowski—no Mister Sobrowski—just Jack.” I said, 


“That’s all right, Jack. 


I’m afraid you have used the end of this knife trying to pry open 


something with it.” He instantly replied, “How you know? You no was there and see him? 


Don’t I get another one? Oh, well, I buy a new knife.” 


And he bought another for $1.50. 








Aaewalionse of a Cillery Silesmim 


Who Pays for the Guarantee ? 


By JOHN CASSIN—A Man Who Knows 


guarantee simply because it is often regarded 

as merely a question of replacement, whereas 
expert examination will frequently prove most of the 
merchandise returned with the claim defective has 
been abused or misused. Regardless of the reasons 
for the retailer’s replacement, and he is not always 
to be criticized, he usually pays for the guarantee— 


U) ‘cosrant the retail merchant pays most of the 


as the replacement costs him a sale and the profits 
thereon as well as increasing his cost. 


Satisfaction or Your Money Back 


Due possibly to competitive conditions, there has 
sprung up a “catch penny” form of guarantee—termed 
“Satisfaction or Your Money Back.” When merchan- 
dise sold under that guarantee is returned, there is 
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“HAMMER 
BRAND” 





MABY 


POCKET KNIVES 


Our best Advertisement is our 
Product. 


“Hammer Brand” Pocket Knives 
are made of the best materials ob- 
tainable, by skilled Artisans work- 
ing unhurried] y under the old-fash- 
ioned plan of Quality first. In 
“Hammer Brand” = you get 
the essential that makes good 
knives possible—S KILLED 
WORKMANSHIP. 


Our best method of Advertising is 
assisting our Distributors to ac- 
quaint their customers with the 
worth of “Hammer Brand” Knives 
and how to effectively use the Sales 
Helps we supply. 





NEW YORK 
KNIFE CO. 
Walden, 


New York 
U.S.A. 

















CHRADE ()AFETY 
Push Button Knife 


No Breakingof 
Singer nat hi S 


* . Sigs 
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& 


' 


Oy 
Lock 


Sure to sell on sight. 
Absolutely safe in pocket and in use 
or convenience you can’t beat i 
Easily operated with one hand. 
The safety slide locks the button. 
ou can't afford co be without it. 


TRADE EVERLASTINGLY SHARP MARK 
Schrade Cutlery Co. 


Manufacturers of Superior Pocket Knives 
Factories: Walden, N. Y., Middletown, N. Y. 
Main Office: Walden, N. Y. 

ORDER THROUGH YOUR JOBBER OR DIRECT 
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nothing to do but refund the money or replace the 
merchandise, and the questions of justness, merit or 
defect do not enter the transaction. Returning the 
purchase price or replacing the merchandise prevents 
the retailer making a sale where he is entitled to, as 
well as adding to his cost. 

“Quality and Workmanship Guaranteed” is the 
kind of guarantee that covers the subject and protects 
user, retailer, distributor and manufacturer. 

Many may not realize it and the remedy or correc- 
tive methods may still be in the offing, yet we are 
headed toward a better understanding of the guaran- 
tee. Before it is even partly effective or productive 
toward the purpose that a sincere guarantee is in- 
tended to cover, more of us will have to have a better 
knowledge of the fundamentals or perhaps one should 
say, a more practical knowledge of tools and cutlery, 
the two classes of hardware usually confronted with 
the problems of the guarantee. 

While the gentleman from West Virginia may yet 
be declaiming about the abuse of the guarantee, man- 
ufacturers and distributors continue to receive letters 
of which the following is a sample: 


This Often Happens 


“By today’s mail we are sending one of your knives 
No. ... which we replaced because our customer broke 
the blade while whittling a toothpick.” 

The foregoing letter was recently received by one 
of our pocket knife manufacturers. The knife in 
question was a large jack pattern and its blade had 
been chipped. The foregoing story and knife referred 
to were returned to the retail merchant and evidently 
passed on to the manufacturer verbatim. 

Were this an extreme or isolated instance of what 
at first glance seems to be the improbable, namely, 
chipping a piece out of a stout blade while whittling a 
toothpick, the incident and replacement of the knife 
could be easily forgotten. Instances of this kind, 
however, are multiplied until the question of proper 
treatment becomes a serious one, not because the 
amount of merchandise as measured by dollars is seri- 
ous, but because of the injustice to the brands on the 
merchandise. Every manufacturer of good merchan- 
dise is glad to apply the slogan, “Quality and Work- 
manship Guaranteed” to his merchandise. That’s the 
kind of guarantee that rings true and every reliable 
manufacturer is glad to stand back of it. But if, as 
is generally recognized, the retailer is in a broad 
sense the agent of the manufacturer whose merchan- 
dise he supplies to his public, how can we expect the 
retailer and his salespeople to know when a tool or 
piece of cutlery is defective? 


The Question of Replacement 


On May 29 the writer was in a hardware store in a 
small Pennsylvania town and could not help but over- 
hear the conversation between the merchant and a 
salesman representing a pocket knife manufacturer. 
The merchant was showing the salesman three so- 
called defective knives that he had replaced. The sales- 
man, a well informed man, tactfully explained to the 
merchant why two of the knives were not defective— 
the users had turned the edges by an improper method 
of attempted resharpening. The third knife he can- 
didly admitted might have a burnt blade and ended 
his part of the discussion by accepting the three 
knives for replacement. The merchant, a fair minded 
man, remarked, ‘Well, John, that’s fine; but if these 
knives are not defective, you should not stand the 
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loss’—to which John replied, “I guess we either 
ought to or have to until we teach the merchants and 
their salespeople how to sharpen and take care of 
pocket knives.” To which the merchant remarked, 
“Well, I thought these knives were bad and had de- 
cided to change my line, but I guess they are all 
right, so let’s see what we need.” 

Just think of it! That merchant intended discon- 
tinuing a good well-known make of pocket knives be- 
cause he thought those three knives had been defec- 


tive. 
Replacing That Lost Goodwill 


Aside from the loss of sales, profits and increase 
of cost, the following occurrence illustrates the in- 
fluence that careless handling of the guarantee may 
have upon the greatly desired intangible thing known 
as goodwill and local prestige. 


On May 14 I was attracted by the unusually good ° 


window display of tools and hardware specialties 
made by one of the leading retail stores of Newark, 
N. J. While standing in front of this window a young 
mechanic emerged from the store and stopped along- 
side of me while he intently examined a pocket knife 
—I remarked, “That’s a nice knife, buddy! How 
much?” The startling reply was—‘NOTHING—that 
poor fish in there gave it to me for an old one I 
broke.” 

If that knife was replaced to please a customer, the 
clerk’s intention miscarried—while that customer re- 
ceived a new knife for nothing (when he probably 
was willing to buy a new one), I doubt if the transac- 
tion enhanced his opinion of clerk or store. 


Know Your Merchandise 


You suggest a remedy—I know but one and that is 
know all you can about your merchandise. When an 
article is presented for replacement that you know 
absolutely is not defective, no matter what the reason, 
no matter if the distributor or manufacturer will re- 
place it without question, don’t replace it unless you 
or your salesman has made an unwarranted and un- 
conditional guarantee. Show your customer where or 
how it has been misused or why it is not defective. 
Many times your interest and effort will result in a 
sale that you would not have otherwise enjoyed, and 
you will probably also enjoy the added respect and 
confidence of the customer, whereas the best we usually 
get out of replacements of abused or misused mer- 
chandise is the loss of the sale, possible loss of re- 
spect and increased cost of doing business. 


Cash and Carry 


WELVE months ago George Hardaway, Hardaway 

Hardware Co., El Paso, Tex., changed his business 
policy of credits and accounts to that of a strictly 
cash and carry basis, and his new plan has met. with 
success. 

All goods on display are plainly price tagged and 
such articles as nails are wrapped in ten, fifteen and 
twenty-five cent packages for the retail trade. This 
reduces the time necessary to wait on a customer. 
Overhead expense has been greatly reduced by the 
plan. No accounts are carried and no free deliveries 
made. An arrangement with a delivery concern has 
been made whereby customers may secure delivery at 
their own expense. 

The big advantage, as Mr. Hardaway sees it, is that 
every night the cash register shows exactly the condi- 
tion of the business. 
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Trapping Profits with Game 
Traps 


AME traps should be selling actively at this time 

of the year. Boys are making pin money or gift 
money from the pelts of the animals they can trap. 
The Handley-Stallings Hardware Co., Goldsboro, N. C., 
has found that an attractive window display will sell 
more traps. This one we reproduce has compo board 





-_ 


rocks covered with plaster of paris. The hunter’s face 
is of the same material and the background is painted 
with cold water paint. 

The traps suspended from the ceiling and those dis- 
played among the rock formations suggest traps and 
their application. This window would be a good guide 
for you, if you really wish to sell more traps this 
year. 








Laugh and the world laughs with you—cry 
and the world laughs at you. 














Every customer for a knife is a cus- 
tomer for the 






Display them with 
your cutlery! 


ACE HARDWARE 
MFG. CCRP. 
Philadelphia 


Chicago San Francisco 
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lanterns. of all sorts. Stocks are well 
filled and prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Dietz tubular lan- 
terns, long or short globe, $13 per 
doz.; Embury lanterns No. 210, $7.75 
per doz.; No. 240, $12.75 per doz.; No. 
a Midget vehicle lanterns, $17 per 
OZ. 


MILK CANS.—Sales are still fair, with 
stocks in good condition. Prices show 
no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Railroad 5 gal. 
milk cans, $2.55 each: 8 gal., $3.10 


each and 10 gal., $3.25 each, net. 
NAILS.—The market is becoming set- 
tled at the new quotation, and sales are 
nominal. The downward tendency has 
not accelerated sales to any extent. 

We jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails at $3.25 per keg, base, and 
cement coated wire nails at $2.75 per 
keg, base. 


OIL HEATERS.—The cooler weather 
has caused very good sales for oil heat- 
ers. Stocks are well filled and prices 
steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Japanned polished 
steel, 3-qt., capacity, No. 12, oil heat- 
ers at $2.66, and nickel polished steel, 
4-qt. capacity, No. 016, at $5.32 each. 


PAINTS AND WHITE LEAD.—The 
call for outside paints in this market 
is now very light, but there is some in- 
crease in the demand for inside finishes. 
Stocks are being prepared for the 
spring demand. Prices show no further 


quote from 


changes. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 
paints at $2.80 per gallon; second 


grade house paints, $2.10 per gallon: 
best white lead, $13.83 cwt. 


REGISTERS.—tThere is a fair call for 
registers, with good stocks on hand. 
Prices show no changes. 


We quote from jobbers’ _ stocks, 
f.o.b. Twin Cities: Cast iron registers 
at 40 per cent from standard lists. 


ROPE.—Sales are nominal, with plenty 
of stock on hand. Prices are holding 
steady as last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades Manila 
rope, 23% cents per Ib. base, and 
best grades sisal rope, 17%, cents per 
lb. base. 


SANDPAPER.—Sales are fair and 
stocks well assorted. In the shops the 
demand is somewhat less, but the home 
sales are better, with the approach of 
the holiday season, and the activity in 
manual training schools. 
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We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade No. l, 
per ream, pod second grade No. 1,~ 
per ream, $5.25; Garnet paper No. 1, 
per ream, $16.50. 

SASH CORD AND SASH WEIGHTS.— 
There is still a fair call for goods of 
this description. Prices show no 
changes. 

We 
f.o.b. 


quote from jobbers’ stocks, 
Twin Cities: Best grades sash 
cord, No. 8, 86c. per Ilb.; ordinary 
grade, 45c. per Ilb., and cast iron 
sash weights at $2.35 cwt. 


SKATES.—Retail sales are beginning 
to pick up very materially and the 
season promises to be excellent. Prices 
are steady. 


We quote 
f.o.b. Twin Cities: 


from jobbers’ stocks, 
No. 1624, 84 cts.; 


No. 1624%, $1.19; No. 524%, $1.31; 
No. 424%, $1.69: No. 524%L, $1.57; 
No. 424%, $2.00; Nestor Johnson 


hockey, aluminum, $7.25, nickel, $8.25 
per pair net. 


SOLDER.—The market appears more 


steady on this item. Sales have no 
great strength. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Warranted half 
and half solder, 37 cts.; strictly half 
and half solder, 35 cts.: Dutch Boy 
ew in 100 lb. lots, 36 cts. per Ib. 
net. 


SCREWS.—Sales are still fair, with 
good stocks on hand. Prices have not 


changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
wood screws at 75-15 per cent; round 
head blued screws, 75-5 per cent; 
flat head brass screws, 70-10 per cent; 
round head brass screws, 65-10 per 
cent, and machine screws, No. 4 and 
= agule 72 per cent from standard 

sts. 


SIDEWALK SCRAPERS.—The demand 
for sidewalk scrapers has only begun, 
and stocks are well filled accordingly. 
Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Kohler’s sidewalk 
scrapers at $4.75 per doz., net. 

still 


SNOW SHOVELS.—Sales are 
slow, as there has been but little snow 
to start them. Stocks are full and 
prices steady. 


We quote from 
f.o.b. Twin Cities: Straight handle 
wood snow shovels at $4.85: steel 
blade, straight handle at $4.80, and 
galvanized steel blade D handle at 
$11 per doz., net. 


STEEL SHEETS.—Sales are nominal, 
with stocks well assorted. Prices show 
no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black steel sheets 
at $4.75 base (28-gage) and galva- 
nized steel sheets at $5.85 cwt. base. 


jobbers’ stocks, 
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STEEL TRAPS.—There is some inter- 
est in this line, with ample stocks from 
which to draw. Prices are steady as 


quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Victor No. 0 steel 
game traps at $1.10; No. 1, $1.38; No. 
1%, $2.44; No. 2, $3.36; Oneida Jump 
game traps, No. 0, $1.59; No. 1, $1.83; 
No. 1%, $2.81 per doz., net. 

STOVE PIPE AND ELBOWS.—Sales 
are moving along at a good rate and 
stocks are well filled. Prices are un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Uniform blued 28- 
gage 6-in. stove pipe, knocked down, 
at $15.40 per hundred; common iron 
corrugated 6-in. elbows at $1.35, and 
adjustable charcoal iron 6-in. elbows 
at $2.05 per doz. 


STOVE SHOVELS.—The demand is 
showing some increase as the colder 
weather approaches. Prices are un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Japanned 14%-in. 
stove shovels at 50c.; Jumbo, 21%-in., 
at $1.55, and Jumbo, Jr., 14-in., at 
85e. per doz. 


STOVE BOARDS.—Call for stove 
boards is at the high point and sales 
are moving along very well. Stocks 
are well filled and prices steady. 


We quote from jobbers’ _ stocks, 
f.o.b. Twin Cities: Crystallized stove 
boards, 28 x 28, $16.95; 30 x 30, $19.70, 
and 36 x 36, $24.75 per doz., net. 


TIN PLATE.—tThere is a fair call for 
tin plate, with good stocks on hand. 
Prices show no changes. 

We auote from jobbers’ stocks, 
f.o.b. Twin Cities: Furnace coke, 
ICL, 20 x 28 tin plate at $14.25 per 
box, and IC, 20 x 28, 8-lb. coating 
roofing tin at $14.60 per box, net. 

WEATHER STRIP.—\tThe cooler 
weather has greatly increased the sales 
of weather strip of all kinds. Stocks 
are in good condition and prices are 


steady as quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wood and felt 
weather strips, %-in., $1.85: %-in., 


$1.85, and l-in., $2.60 per 100 ft. 


WIRE.—Demand for some kinds of 
wire is good and stocks are well as- 
sorted. Prices show no further changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barbed painted 
hog wire, $3.20 per 80 rod_ spool; 
barbed painted cattle wire, $3.00 per 
80 rod spool; galvanized hog wire, 
$3.41 per 80 rod spool; galvanized 
cattle wire, $3.19 per 80 rod spool; 
No. 9 smooth wire, black, $3.25 cwt.; 
No. 9 galvanized smooth wire, $3.75 
cwt. 








A Guiding Star for the Hardware Business 


Mr. Llew S. Soule, Editor, 
HARDWARE AGE, 
New York. 


My Dear Mr. Soule: 


The enclosed money order is to extend my subscription another two years for your valued 


Hardware Magazine. 


I do not understand how any live and progressive hardware man can get along without reading 
the HARDWARE AGE, for it is certainly a guiding star for the hardware business. 
Yours very truly, 
O. J. LOONEY (Signed), 


10 Central Avenue, 
Bryn Mawr, Pa. 
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your Christmas sales you will 

not only have to get the “‘holi- 
day spirit” but you will have to see 
that it is injected into the very atmo- 
sphere of your entire establishment. 
It is a known fact that folks will not 
buy Christmas merchandise without 
a Christmas setting. Anybody that 
has anything to sell at Christmas 
time knows that it is a dead number 
unless it has some red ribbon or holly 
tacked to it somewhere. Even the 
automobile and piano people realized 
this merchandising truth and so they 
now display some of their models all 
wrapped up in white tissue paper 
and tied with bright red ribbons with 
various other Christmas decorations 
—for no other purpose than selling 
them as Christmas presents. 

If your profits for the year 1924 
are going to be represented by the 
extra cash you take in at Christmas 
time then clean up the windows, be 
lavish with the red and green crepe 
paper and the imitation snow. Tin- 
sel is not expensive and it makes a 
tin bucket look like sterling silver. 
Plenty of attractive show cards on 
your merchandise and plenty of 
newspaper space with a few items 
at attractive prices will start the 
ball rolling. 

The most important thing is to 
feature items for the youngsters— 
they are the best shoppers in the 
world at this time and their parents 
are obliged to come with them. This 
is your chance to sell both the young 
and the old. The lid is off and the 
purse is open wider than at any other 
season of the year. The merchant 
who merchandises in the best sense 
of the word is the one who is going 
to get the lion’s share of the busi- 
ness. Don’t let the other stores take 
your holiday business away from 
you. 

T. H. Loyhed & Son, Faribault, 
Minn., fills its store with the Christ- 


J. you are going to clean up on 


Christmas in Your Store 
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mas spirit. The whole place is fes- 
tooned with bright red and green 
crépe paper radiating from the center 
posts to the side wall cases. Extra 
tables are placed on the floor for 
toys and gifts of all kinds. There is 
liberal use of tinsel in festoons and 
the tables are all gaily decorated. 
EVERYTHING is priced in plain 
figures and many price tickets are 
placed before the merchandise. 

Side wall cases with the built-in, 
glass inclosed cases are used through- 
out the year for dolls and other 
fragile toys. These cases are elec- 
tric lighted indirectly so the mer- 
chandise stands out in all its gay- 
ness and finery. However, these 
cases are used more for special dis- 
play at Christmas time because the 
major portion of the stock goes on 
to tables and counters. 

Every window in the store is brim 
full of holiday atmosphere and no 
one can enter this store without get- 
ting the Christmas spirit and pur- 
chasing something from the beauti- 
ful display of hardware. 

Particular attention was given to 
the scheme of decoration used last 
year in addition to crépe paper 
streamers. A frame work was built 
clear across the front of the store 
where the customers enter. This 
was then covered with a cheap cloth 
and painted in brilliant colors to 
represent blocks. The idea was 
cleverly carried out as the lettering 
on the blocks was placed so that it 
spelled—toys—dolls, etc. This is an 


‘inexpensive way of covering up the 


posts of the store and making arch- 
ways from one to the other. You will 
be surprised at the novel effect and 
the way it changes the interior of 
the store. 

This concern sells many thou- 
sands of dollars worth of toys, china, 
tools, sporting goods, etc., at Christ- 
mas time because it injects the spirit 
of the holidays into its entire store. 
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More Sales — Quick cusnever 


Our 1925 Blue Flame 

Hover made in vari- 

ous sizes is the best | 
seller. Burns oil—no 
odor, coal, soot, dust, 
noise, clogging, and | 
no over- flowing. | ’ 














Automat- 4 
ically reg- = 
ulated. An Brooder 
easyseller. Steve 


RELIABLE Standard 
Coal Burner Brooder 

It’s in the stove that we claim 
the great superiority. Built in 
every way upon the most modern 
and scientific principles. Qurown 
designed feed pouch increases 


the coal capacity, insuring aclean 
grate at all times. Easily operated, pos- 
itively accurate and dependable regula- 
tion. Entire construction the very best. 
Looks ws — easily. 





50 to 1100 
Eggs 


RELIABLE 
Standard Incubators 


have stood the test of 
time and are recognized 
by Government officials, 
colleges and schools as is 
evidenced by the increas- 
ing orders coming to us. 
Our double heating sys- 
tem makes the _chicks 
a chi 








maintains uniform tempe- 
erature and constant cir- 
culation of clean, fresh air. Made in sizes 
tosuit.Both hotairand hot watersystems, 

Reliable Dealers find it easy to make 
sales of the RELIABLE line and good 
oe. too. Our extensive advertising 
anac 


J WMyers, Pres 





Dealers appreciate it. We are the origin- 
ators of the Reliable Standard ion met 
ors, Blue Flame Oil-Heat 
Hovers and many other poultry oo 4 
ances and fixtures, all backed by our 
positive guarantee. 

Write p coten Ae Ge. the ne ne 
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Model Kitchen Helps Sell 


Kitchenware 


F you have the space or can get it, Treman, King 

& Co., Ithaca, N. Y., have an idea which will help 
sell more paint, more home electrical table appliances, 
fireless cookers, kitchen ranges, kitchen sinks, refrig- 
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ABROAD F OR erators, white top tables, dish washers, kitchen cab- 


TU , ER inets and the many other hardware pieces which make 
RN 4 DAY and a breakfast nook and kitchen modern and convenient. 


WOOLWORTH HANDLES This New York State firm has built a model break- 


fast nook and maintains with it a model, modern 
MERICAN hickory “handles” the world. 
There is no substitute. Australia, En- 
gland, Europe, the Colonies and South America 
have bought Turner, Day & Woolworth handles 
for 50 years. 








That’s why it requires five immense plants to 
service the world’s handle business—1000 men 
daily buying, cutting, grading, finishing, ship- 
ping. Turner, Day & Woolworth is an insti- 
tution—the biggest of its kind. 





It offers a standard of grading that is more 
rigid than ordinary standards; a stock of 2000 
patterns for instant selection, a service thor- 
oughly dependable. 


That’s why the world comes to Turner, Day 
& Woolworth for handles. 


Copyrighted Brands 


DANIEL BOONE PERFECTION 
AMERICAN BEAUTY TRIUMPH 
DAISY HERCULES 
SUNFLOWER SUCCESS 
PEERLESS EAGLE 
BEAUTY ROYAL OAK 


Turner, Day & Woolworth 
Handle Co. 


Incorporated kitchen. Both models are complete even to the de- 
Louisville Kentucky tails of sink brushes, dish mops and the miscellaneous 
“S: nce 1855” small priced, small sized items which you and every 

other hardware merchant sell. 
Where does the paint come in? Why, the breakfast 
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nook must be painted and enameled in pure white 
and kept in that condition. Architects will tell you 
that the breakfast nook is here to stay, is increasingly 
popular in new homes and is being installed in apart- 
ments, and in old homes. 

These models are bound to create unusual attention 
and comment. They serve as an inspiration to every 
housewife in Ithaca. Inspirations lead to sales. And 
women do love the nice things. 


Profits Via the “ Help Yourself” 
Idea 


HERE should be one section of every hardware 

store where all customers sell themselves. Some 
dealers call it the five and ten cent counter, others 
just call it the small goods department. The Gregg 
Hardware Co., Detroit, doubled their-cash sales with 
such a section. Service Hardware Co., Lakewood, 
Ohio, have such a table and it sells nearly $100 worth 
of goods per week. Thos. Jamison, East Cleveland, 
Ohio, has one which does $75 worth of business every 
week. The Vulcan Hardware Co., Springfield, Ohio, 
tell us the same thing of their table. 








Stambaugh-Thompson Co., Youngstown, Ohio, have 
a regular small goods section where you can buy 
grease cups, brass hooks, small wire goods, polishing 
cloths, polish, shoe brushes, small brushes for house- 
hold use, oil cans and a hundred other assorted items. 
This section is so busy all day long that our photog- 
rapher had to come back after hours to get a picture. 

The advantage of the Youngstown section lies in 
the fact that stock drawers are built under the dis- 
play boxes. It is a simple matter for the stock man 
to replenish sold merchandise, and equally as simple 
to keep traces on the stock condition in any line or 
item. 








Weve Our Doubts About This Man 


We have our doubts about the man who 
says of prohibition, “I don’t care anything 
about liquor myself, it’s nothing to me, 
but I just don’t like the principle of the 
thing.” 
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Drawing Outfits 


—a useful gift 
for Christmas 


and throughout the year 


Outfit No. 1 


{as illustrated} contains: 


Set of nickel-silver instru- 
ments 

Drawing Board, 18x24 in. 

T Square, 24 in. 

Ambro 30° x 60° triangle 

Ambro 45° triangle 

Ambro curve 

Architect’s scale 

Brass protractor 

Thumb tacks 

Pencil pointer 

2 pencils 

2 erasers 

Drawing paper 


Contents of other 
outfits in proportion 


CAttractively arranged for 
display purposes 
YQ 


In green covered box; 
parts fastened by elastic cord 
to salmon colored mount. 


No. 1 retails at $10.00 
No. 2 retails at 7.50 


LY 


In green or holly covered box, 
parts displayed around board 
in individual compartments. 


No. 3 retails at $5.00 
No. 4 retails at 2.75 


LY 


A greeting card in each box 
Display cards with shipment 


LIBERAL DISCOUNTS 


EUGENE DIETZGEN CO. 


Right goods at right prices 
continuously since Year 1885 


Branches 
Chicago 


New York 
New Orleans Pittsburgh 
San F 


Philadelphia Washington 
Milwaukee Los Angeles 
Factory 
Chicago, Illinois 
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This Portable Soldering 


Furnace Is Selling 
and Repeating 


HE Christmas trade is bound to put a 

big impetus behind the already good 
sales of Reddy Hot Portable Soldering 
Furnaces. Although this item and _ its 
counter companion, the Reddy Hot Sup- 
plies Card have only recently been intro- 
duced thru representative jobbers—their 
sales are exceeding the most hopeful ex- 
pectations. 


If rite or wire your jobber for holiday stock. 


~ Advertised 
$ 1 ° 50 N tanta a ly 
List 


(Y 





(Portable ) 


Soldering Furnace 


(burns denatured alcohol) 


Four million radio fans form an eager market for 
this quality furnace—the first of its kind: Safe, 
Non-Explosive and Portable. 


Each furnace comes ready for operation equipped 
with two soldering coppers, one a small iron for 
the delicate uses of Radio soldering or ignition 
work; the other a larger general purpose iron for 
the household. One can Reddy Hot Non-Corro- 
sive Flux, made according to the most approved 
of scientific formulas, and one envelope containing 
5 pieces Reddy Rub Abrasive Tape. Reddy Flo 
Household Solder is furnished in ingot form as is 
also Reddy Melt Electrical Solder, the former for 
general purpose work, and the latter for the deli- 
cate jobs that arise in Radio soldering. 


Reddy Hot Counter Cartons of 12: 
Reddy Hot Replacement Supplies on counter card 
make supply business steady and easy to handle. 


All Reddy Hot supplies are guaranteed to be 
of the same high quality as included with the 
Furnace outfit—and warranted to be non-corro- 
sive, 


E. D. FAHLBERG MFG. CO. 
MADISON, WIS. 
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Necessities Always Self W hy Not 
Push Heaters? 


HILLY days are almost here. A gas, oil, or elec- 

tric heater is no luxury but a real necessity, in 
the mornings, evenings and sometimes during the 
entire day to augment the house heating system or to 
warm up a sick room. W. H. Schaefer, Cleveland, 
Ohio, features gas and electric heaters throughout the 
fall and winter months and sells plenty of both types. 
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Many dealers have found that a red colored light 
bulb of low wattage may be placed in an electric heater 
in place of the element, to great display advantage. 
The light will cast a reddish warm glow which at- 
tracts attention and suggests the warm red glow of 
cozy heat. Wehrle Hardware Co., East Cleveland, 
Ohio, have a heater so arranged in their windows all 
through the colder season. 

F. M. Potter, also of Cleveland but in a different 
section, features gas heaters set into a wall mantel, 





believing that this type of display lines up the thought 
of a heater in the home. Potter also removes the 
burner cap of his line of heaters and features its 
merits in show cards. 

Another Cleveland hardware firm, The Herringshaw 
Co., keep a large gas heater going outside the store 
during the winter days. This store is next to the 
Winderemere car barns. On a cold day you can see 
ten to fifteen street car company employees thaw- 
ing out in front of this heater. This little stunt 
has sold many dozen heaters for Herringshaw and will 
help you sell a few, too. 





























Most of us are willing to agree that there are 
two sides to a question—our own side and the 
wrong side. 
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Big Returns from Small News- 
paper Ads 


MALL newspaper space every day during the 
shooting season helps the Bosworth Hardware 
Co., Cleveland, Ohio, sell both shot guns and ammuni- 
tion. This firm is on Euclid Avenue at East Fifty- 
fifth Street, across the street from the Penn Station 
and is in a decidedly city community, yet it sells from 





SHOTGUNS TO RENT 
Big stock of Am- 
munition. Always 


some bargains in 
used guns. 


YA 
~* Y 
~d.. —m > >. 


~ ae L- 
THE” BOSWORTH HDWE. CO. 
5602-05 Enelid Ave. Rand. 111. 

















30 to 40 shotguns during the shooting season and sells 
a great quantity of shells. Ten to twelve shotguns 
are always available for hire at $1 per day. If the 
customer is well known he does not have to put up a 
deposit, otherwise he is required to pay security of 
$10 or $20, depending upon the value of the gun. 
Many times the rented gun brings in a sale. The 
shooter likes the gun he uses and then decides he 
would like to own it. There is not much grief con- 
nected with the renting of guns when you watch your 
renters and inspect the guns carefully when taken out 
and returned. 








My Ma She’s 
Timing the Gas 


My Pa got out his fountain pen to make a 
check for the gas company and he says what’s 
this. Bill’s only half of- last month’s and the 
nights are longer now? And My Ma says, that’s 
right, easy enough too with what’s on the shelf 
over the stove. And my Pa looked and says 
why that’s only one of them big face ’larm 
clocks I saw down to Bump’s and My Ma says, 
Yessir that’s where I got it. We was talking 
expenses and things and the man there told me 
if you have a good clock handy, run the hot 
water heater ten minues for dish water, 20 for 
a bath. Run the gas oven by the clock so’s 
when things are done, off goes the gas and make 
a list of the best cooking times for different 
things, you not only get the clock’s cost back 
but make money on the gas company. And 
that’s just what we are doing since My Ma 


She’s Timing the Gas. 
Sonny Smiles. 
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Our Quality is 
Superior in every 
detail to our 
competition 


Our rivets even if they 
did cost more would still 
be more profitable for 
you to sell. For over 
fifty years value giving 
has been our best selling 
policy. It is also yours 
Mr. Dealer. Good-will 
crosses the counter every 
time you sell the Tubular 
Rivet and Stud Company 


Brand. 
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SELF. OILING 


A REGISTERED TRADE NAME 


BULLDOZER 


POWER 

















Step away from the occa- 
sional sale of power pumps. 
Step into the ranks of Myers 
Self-Oiling Power Pump 
dealers. The time is ripe 
for a move of this kind. | 
Hundreds and hundreds of 
dealers are now actively en- 
gaged in this particular field 
where only a short time ago 
but few cared to tread. This 
change of attitude, this new 
viewpoint or whatever it 
may be correctly termed has 
been accomplished through 
but two agencies — Myers 
Self-Oiling Power Pumps 
and the accumulative profits 
resulting from their sale. 
That’s about all there is to 
be said with the exception 
that as a pump dealer or as 
a dealer who is contem- 
plating the sale of pumps, 
we solicit your inquiries. 
Don’t hesitate to write us. 
A copy of our new catalog 
No. 8025 with information 
and prices will be sent im- 
mediately upon receipt of 
your letter, or, if you desire, 
it will be our pleasure to 
have one of our representa- 
tives see you in the near 
future. 















MYET2ZS 
.DEEP WELL 
WORKING 
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| Selling Guns and Ammunition 


Via the Window 


N. BOONE, Nowata, Okla., goes after the highly 

e Seasonal trade on shot guns and ammunition, 
with interesting window displays. Mr. Boone, being 
a live hardware merchant, realizes that an attractive 
window will attract general attention to his store. 
This display has not only the merchandise well ar- 


4 





ranged but has an interesting collection of game pic- 
tures which would be welcome in the den of any out- 
doors man. He has also made good use of manufac- 
turers’ display material. 

In most sections of the country the duck and rab- 
bit shooting is going strong at this time. A window 
showing guns and shells would be very timely and 
profitable. 








Your Cheering Section 


urally draws around him his own little coterie 

of admirers, his own little private cheering 
section, as it were, which applauds him and what he 
accomplishes. 

And that is all very right and proper provided 
the business man does not come to the point where, 
if the truth were known, it is quite essential that 
his cheering section cheer if he is to function at his 
best business efficiency. And the man who is in 
business—whether he is manufacturer or jobber or 
retailer—does well to seriously ask himself whether 
he is really the latter type of man. 

We all like praise sure enough, but this little ol’ 
world is so constituted that we cannot reasonably 
expect praise as a sort of steady diet. Our friends, 
our customers, even those from whom we buy, are 
continually busy with a multitude of interests which 
do not pertain to us at all. And it is a good deal 
to expect that our personal universe shall select us 
as its sun around which to constantly revolve. 

After all, praise is in no sense the developer of 
character and worth that criticism is; and there’s 
more than an idle rhyme in that phrase about the 
“man worth while” being “the man who can smile 
when everything goes dead wrong.” 


LMOST every successful business man nat- 
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“Good Shooting” in Idaho 


HERE must be some good shooting spots in Idaho, 

particularly in the region near the town of 
Nampa where the Christenson Hardware Co. does busi- 
ness. This firm recently attracted local hunters with 
this very realistic scene depicting the hunter’s cabin 
with all its romantic equipment, its open fireplace, 
packet of shells, gun, oil lamp, camp chair, cot with 


; 





eines. 
Sg SIRE 2s 


blankets, a mounted bird, an axe and many other pieces 
of hardware which are needed in every good hunter’s 
cabin. 

A window such as this causes comment and creates 
sales. The public appreciates an artistic and useful 
window and will show their appreciation with patron- 
age. The hunter who sees this display will imme- 
diately realize that the sports department in Christen- 
son Hardware Co. is the place for information and 
equipment. This window tells him that the folks in- 
side know the game. 








Writing It Off 


T takes a good deal of courage to put a valua- 
tion upon assets, a valuation upon that fine 
new machine or show counter or building, which 

is considerably below what you paid for it, even 
though the time of purchase may have been almost 
yesterday. And yet the second-hand dealer and the 
real estate broker will undoubtedly mark off a large 
proportion of the purchase price if you wish to sell. 
The valuation at the time of re-sale is the one 
which counts. 

The only proper manner to figure depreciation is 
to do so progressively and serially. It is only neces- 
sary, in the case of most business equipment, to 
estimate roughly the number of years which that 
equipment may reasonably be expected to give max- 
imum and satisfactory service. You may know that 
it will wear out or be superseded by another and 
vastly better model] in five years. Then you should 
deduct 20 per cent of its original cost from its valu- 
ation progressively every year, which will of course 
bring you to value zero at the end of five years. 
The expense of repairs on that equipment during 
the five-year period should not affect this figuring. 
It should not deter the progressive depreciation 
rate, though the possibilities of longer life through 
care and repairs may well be considered when the 
probable life of that equipment is first determined. 
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HOME COMFORT 


'WEATHERSTRIP} 
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You'll make money by stocking this efficient and quick selling 
weatherstrip. Hundreds of your customers will want it when 
they see it displayed on your counter. Order a reel today. 


Small Investment—Big Profits 


You make over 100% profit on Home Comfort Weatherstrip. You 
buy it for 434c per foot, in 500 ft. lots, and sell it for 10c. It is within 
easy reach of everybody's pocket book and quickly pays for itself 
in fuel saved. Hardware men particularly like it. It comes on a reel 
in one continuous length. This means no waste or lost profits in left 
over ends. No lost stock, as it is also moth and vermin proof. 
The Home Comfort Weatherstrip is a novel weatherstrip that has 
pores itself, over a period of years, to be the best strip on the mar- 
et. It provides an insulation for door and window contacts of 
- genuine cotton tufting covered with:a rubberized fabric. The strip 
is cylindrical in shape with a flat nailing lap. 


6 Superior Features 
Weathertight: When in place the Home Comfort Weatherstrip 
forms a resilient caulk around window and door contacts. 
Flexible: It adjusts itself to wavy surfaces such as warped or settled 
doors and windows. This flexible strip follows the warped surface 
and fills up enlarged openings, or compresses, as the case may be. 
Easy to Apply: Simply tack on—turn the corners. No mitering, 
sawing, or taking out windows or doors when installing. 
Noiseless: The cushion effect of this strip absorbs and prevents the 
an, noise of rattling windows and slammed doors. 
Non-Conductive: Home Comfort Weather- 
strip contains no metal, therefore it is non- 
conductive of heat or cold. 
Waterproof: The rubberized fabric covering 
renders the strip impervious to moisture, ver- 
min or decay and prevents crystallization. 


Easy to Apply 

Simply tack on—turn the corners. That is one 
ofthereasons why the Home Comfort Weather- 
strip is such a big seller. Nearly anyone can 
apply it. No expensive mechanic needed. No 
taking down of sor windows; nomitering, 
no sawing, po waste. It is rustless, metalless, 
woodless, waterproof and flexible. It is the 
only insulated cushion weatherstrip. 
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Sells on 

This handsome display stan 
WA) strates the Home Comfort Weatherstrip will 
¥ | be sent you with your initial order of 500 or 
more feet. 
Put this stand on your counter. It will build 
weatherstrip sales for you. Send in your order 
now for this big money maker. We prepay all 
shipping charges. 
Here’s what one dealer says: “We appreciate your hand 
ing over your inquiries to us. Some nice orders have resulted and we are 
doing a big business on Home Comfort Weatherstrip.” 

Marshall Bros. Hardware & Lumber Co., Johnson City, Tenn. 

E. J. Wirfs i ion - St. Louis, Mo. 


Organizatio 
Sole Manufacturer and Patentee 


MAIL THIS COUPON 


E. J. Wmrs Orcanmation, 128 S. r7rx Sr., Sr. Louts, Mo. 
Please send mea foot reel of Home Comfort Weatherstrip at 4c per 
foot. To retail at 10¢ per foot. Enclosed find check, money-order, cash for $..008 


@ or more 500 ft. reels, 4 1-2c per foot.) 


that demon- 
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ANKS that know the hardware business from a 
hardware man’s point of view are not many in the 
United States. 


The Mechanics & Metals National Bank of the City of 
New York is particularly fortunate in that its official 
staff numbers those who have had actual experience in 
the hardware business. 


This experience is at your service. Write us about 
your banking problems; call on us when in New York 
and permit us to show you what a combination of know- 
how and ample resources can accomplish. 


THE 
MECHANICS & METALS 


NATIONAL BANK 


OF THE CITY OF NEW YORK 


Capital, Surplus and Profits, $26,500,000 
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Sell Them 
by the Set 








Sets of 8, 11, 17 bite are fur- 
nished in compact cases for 
the convenience of the user. 











It isn’t hard. Every merigtie geet, che entinn ont Sp Se 
resolves itself to a question of selling him once seventeen 
out the value of the case, its use in keeping the bite ip ender and near Gt 
hand, preventing loss, etc. Try it. 


Dermtner Bite ese the only bite thet are ast Gepentent en 0 OtBeE & 8 
em. from the outer rim. The entire surface is 


ey gb 
—— a smooth hole and clean, polished surface. 
Let us send you catalogues. Order through your jobber or direct. 


The Progressive Manufacturing Co. 


TORRINGTON, CONN., U. S. A. 
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An Answer to Correspondents 


(Continued from page 46) 





It was a very eminent scientist speaking. He said in 
his lecture that the young chemist frequently states, 
“We know this” and “We know that,” but that after 
a while, as he grows in knowledge and experience, he 
is less emphatic in his statements. With age and 
experience and with the doubts that come from expe- 
rience he more often says, instead of “We know,” “We 
are led to believe.” Now I do not think that the 
chemist is “lost” in chemistry, but I think he is less 
emphatic, because, as he becomes more experienced, 
the immense possibilities of chemistry make him 
more modest in an expression of his knowledge. So 
it seems to me that as one grows old in experience 
of life he is not so cocksure about things in general 
as when he was young. Who gazes at the stars with- 
out that “lost” feeling? 

In answering my correspondent about the lady in 
Leadville, as he referred to the church and to the 
Scriptures, and as, at the same time, he expressed 
his great surprise that I should meet and write about 
such a lady, I could not help asking him, with all 
reverence, whether he thought it would have been 
better if the story of Mary Magdalen had never been 
told. According to his theory, as I gather it from his 
letter, the Christian world should ignore and not 
write about life as it is. Christians should separate 
themselves entirely from the realities of life. From 


._ boyhood up I have been a very close student of the 


Scriptures. I do not gather this idea from the teach- 
ings or the example of the great Leader of the Chris- 
tian religion. It seemed hardly necessary to remind 
my correspondent that Christ met and associated 
intimately with all kinds of people, not only the good, 
but the bad. He took part in all the various events 
of the life around Him. Remember at the wedding 
feast when the wine gave out, He performed the 
miracle of turning water into wine. Now on this 
occasion when He performed this miracle, I have an 
idea that Jesus did this cheerfully, in the full spirit 
of the joyful occasion in which He was taking part. 
I do not think He changed the water into wine 
grudgingly and with a sour expression of counte- 
nance, and I do not believe, even if some of the 
wedding guests became somewhat merry after drink- 
ing the wine, that He reproved them. Christ was 
a God and He was also human. I believe that His 
humanity appeals more to the suffering people of this 
world than His divine origin. We can understand a 
sympathetic, human man, but we poor mortals, as a 
rule, have very little in common with divinity! 

My correspondent, in concluding his long letter 
excoriating me, states that “FORTY YEARS OF 
HARDWARE?” should not be published in its present 
unexpurgated form. He states it will do a great deal 
of harm to the young. This part of his letter is the 
“most unkindest cut of all.” I thought I had care- 
fully expurgated “FORTY YEARS OF HARD- 
WARE.” My goodness, if my correspondent only 
knew how many interesting, true stories I have sup- 
pressed that it would have done me a world of good 
to have told! I thought I had shown rare self-con- 
trol, discretion and consideration for the feelings of 
others in writing, but alas, I have failed! “FORTY 
YEARS” should be burned in the public square! 

Actually, when I completed “FORTY YEARS OF 
HARDWARE,” I was not so happy over it. In fact, 
I was depressed. I felt I could have done it very 
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much better if I had had time, but now I am feeling 
more cheerful. When it is assailed in this manner, 
like many of the other great books of history, I perk 
up! There must be something in a book when it 
inspires such attacks. When I read all the nice let- 
ters that came to me from my friends in reference 
to “FORTY YEARS OF HARDWARE,” I said to my- 
self, “All this is very pleasant, but I owe these letters 
simply to the good-will of my old friends.” Now, 
when I see such pointed criticism, I am beginning to 
feel that I must have written something! Time will 
tell! 

I am writing this article about my correspondents 
because one would gather from the advertisements 
of “FORTY YEARS OF HARDWARE” that have 
been written by first-class advertising men and by 
certain kindly critics, that all the trade were well 
pleased with “FORTY YEARS OF HARDWARE.” 
When I blushingly read these advertisements myself 


I was filled with admiration for the facility and Th S d 
ability of high-class advertising writers. However, e an paper 
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my sense of justice compels me to say that there is © . 
another side to the story and that it is evident from That Satisfies 
the letters I have received that in some quarters 

“FORTY YEARS OF HARDWARE” has not met with 

entire approbation. In fact, by one correspondent it Your J obber H as I t 
is considered a very dangerous work. I can not help + 

but wonder, though, if I should submit the book to tn f ull range of 
this frank correspondent for his censorship, and if . . 

I should re-write many parts, as he suggests, how g rit-sizes 


“FORTY YEARS OF HARDWARE” would read. In 


(or if he hasn’t, can get it overnight from our 


the beginning, I promised to write the story of my nearest Beendh’ 

life in the hardware business as I lived it. That is 

what I tried to do. I am afraid if I followed the You are entitled to this Better Sand- 
suggestions of the conscientious friend I have paper and should write in your 


shocked that it would not be my story at all. It ‘“ : . Pia il 
would not be life as I lived and saw it in all the order, “Ruff-Stuff or nothing. 
years I was in the hardware business. I do not_rise ' 

to the heights that this friend expected. He is It lies flat in stock. 


plainly disappointed in my performance. Neverthe- Grit numbers are plain. 


less, he should have the one consoling thought that Packages are even-edged. 
this falling short of his expectations on my part may The grit stays on. 
point its own moral! 

After your kind indulgence for this rather personal A sharp, quick-cutting, long-lasting 
article, I will promise not to write again on the same | | sandpaper that brings every buyer 
subject—at least, not for a long time. My next back for more. ° 
article will be a profoundly philosophical discourse : 
on the important subject, “PUNCHING THE TIME : . 
tamer Send for samples and price list. 











Surah AMEE 


Wausau 





Soun ds Like Serv : ce Branch Houses Pacific and Mountain States 

; Ll WAUSAU ABRASIVES CO. SPRAKE SALES CO., INC. 
Chicago St. Louis Los Angeles San Francisco 
Detroit Cleveland Portland Denver 


New York Los Angeles 
Joe Kussner, Milford, Conn., sold a woman a 


galvanized tub for 98 cents, and said that if it 








leaked or was in any way unsatisfactory to 


bring it back. Wonder why more dealers don’t 





say just the same thing, it sounds like service | 
and costs nothing—and they’ll come back any- 


way! 
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Third Point 
eof the Clemson Star 


AS) STAR 


PM} HACK SAW 





CLEMSON TEETH 


Star Hack Saw Blades are provided 
with three clearances, which is in 
harmony with all metal cutting tools. 
This feature is unique and embodied 
alone in Star Blades. 


Makers Since 1883 


CLEMSON BROS., INC. 


Middletown, N. Y. 


WE HAVE SOMETHING TO TELL YOU ABOUT 
HACK SAWS. WRITE FOR BOOKLET. 











Genuine Armstrong 
Stocks and Dies 


Are always in working order. They rep- 
resent the utmost simplicity and effici- 
ency in operation. 


All genuine Armstrong stocks and dies 
bear this trade-mark: 








“Ge 


Be Sure You Get the Genuine 


The Armstrong Manufacturing Co. 
Bridgeport, Conn. 
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How Flohr Sells Sporting Goods 


F. FLOHR does a big general hardware and 

e sporting goods business in Bucyrus, Ohio. His 
son, Whalend, is really responsible for the sport goods 
success, as he has given it personal attention and has 
used the store windows to help put that department 





on the map. HARDWARE AGE readers have learned of 
his methods which include personal calls on those who 
play the various games and indulge in the sports. 
His windows are of average size but he makes 
them do heavy duty. This little gun and shell window 
proves that even a small window can be used to great 
advantage with a little effort and thought. 








When Belasco Changed 


O American play producer is perhaps nearer 

to the heart and pulse of his audiences than 
N David Belasco. His special reputation is 
for care in detail of stage settings; but that, of 
itself, would never have insured such success as 
is his. 

“Laugh, Clown, Laugh,” is one of Mr. Belasco’s 
more recent offerings, starring Lionel Barrymore. 
In the original version, which was offered in New 
York, the height of pathos was reached in the last 
act, when the hero, a circus clown, disappointed in 
his every heart’s desire, took his own life. But 
when “Laugh, Clown, Laugh,” was sent out “on the 
road” Mr. Belasco showed his keen knowledge of 
audiences when he made a striking change in this 
last act. Undoubtedly feeling that the people in the 
smaller cities and towns would appreciate a hap- 
pier ending far more, he straightway turned the 
act about completely, saving the clown’s life nightly 
and giving his audiences what they prefer. 

Now, every man in the merchandising field, either 
as head of a selling business or as actual sales- 
person, is, in a sense, staging a theatrical effect in 
the sense that he must strive with all his resources 
to please his audience. What will go with one cus- 
tomer will not with another as to merchandise, the 
manner of its presentation, and as to the last act, 
which is the method of closing the sale. 

The successful merchandiser must learn to be 
resourceful. He verily must be a Belasco, with his 
every sense alert to detect his opportunities. 
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How They Die 
The New 


T is a peculiar yet true fact that not even the 
| natives in the jungle countries of Africa and B R bb ° ‘ 
India know where wild elephants die or what oston u er Chair ‘Tip 
becomes of their bodies. If that were known the 
price of ivory would be lower. The tusks of these “SprinGriP 


dead elephants would find their way into the mar- 


kets of the world. 
But it is very different with defunct businesses, 


of which there is an enormous number annually. As 
to their deaths full information has been brought 
to light, graphed and made public. And it should 
make vital reading for the business proprietor of to- 
day who hopes that his institution will outlive him 
and perpetuate his name tomorrow. 

An investigation of 4619 business concerns, in- 
cluding factories, jobbers and retailers, shows that 
only 43 per cent ever live to be thirty years old. The 
rest die of these diseases: Overbuying, lack of capi- 
tal, failure to employ improved methods, inadequate 
bookkeeping and poor locations. 

Retail stores, in particular, die much faster than 
this average, the death rate during thirty years be- 
ing about 65 per cent for stores selling dry goods, 
books and stationery, paints and wall paper, gro- 





The Tip and Its Parts 


Brass Washer Brass Nall 
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The Rubber Tip with 
the Brass Washer 
and Nail Moulded in 
Same. 





Spring 
Socket 
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ceries, boots and shoes. The rate for drug, hard- OO = 
ware, clothing, furniture and jewelry stores is fully 
55 per cent. Not one of these businesses has any- Manufacturers of Rubber Specialties 
where near an even chance to celebrate its thir- 
tieth anniversary. THE ELASTIC TIP CO. 
370 ATLANTIC AVENUE BOSTON, MASS. 


These are unfortunate facts for business and for 
the country. Every failure represents a vital eco- 
nomic loss in money and in effort. For that reason 
every business, and particularly every retail busi- 


ness, will do well to take its own pulse regularly and 
ask itself if any of the five dread business diseases /f; yA All “= for | 
ee G, Eg Ave Use a. 


named is coming upon it. 
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The Hardware Salesman’s > ayy yy; g AS: 
Uh ' ngl neers and 
Memo Book . ooo ( |e | , Ou UrVveyors, 
By James McChesney Prickett : ane ; 
The saleman’s memorandum book, | Machinists 
7. Shoe workers } 
or selling data, such. Siem eivitene | | 
Does he use it all the time for this? | Bow ling Alle s, hi di | 
We'll say he does, not much! | etc ete ye eps 


~ 170 YELLOW 
73 BLACK 


It’s filled with numbers, telephone 
And maiden’s names galore, 

The Boss he never sees it 
On visits to the store, 

Forgets in pricing, quoting: 
“Main 207—Y” 

The merchant absent minded too, 
Says: “Gee, old man, you’re high!” 
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Learn a Lesson from ‘‘All-Steel’’ Railroad Cars 


The American people are great investigators—leave 
it to the “Yanks” to sift matters to a definite conclu- 
sion—they “Know How” to do it. 


In almost every great railroad smash-up in recent 
years, investigation has disclosed the fact that “All- 
Steel” cars withstand infinitely more punishment than 
those of wooden construction. 


Coes Steel and Knife- 
Handle Models _ are 
made in the following 
sizes: 6, 8, 10, 12, 15, 


| WORCESTER, 
18 and 21 inches. 


J. C. McCARTY & CO., 29 Murray St., New York 


COES WRENCH COMPANY 


“In Business Since 1841” 


And the lesson which every Jobber and Dealer and 
User can learn from this, is that the railroads are the 
largest users of Coes “All-Steel” Wrenches. They 
know their strength. 


Harvard University, also knows the strength of 
Coes “All-Steel’”’ Wrenches—they put a 12 inch “All- 
Steel” Coes to a testing strain of 1,790 pounds before 
it crippled and nothing was broken. 


The Coes sells _ best, 
because it serves best. 


MASS. See your Jobber. 


Selling Agents 


JOHN H. GRAHAM & CO., 113 Chambers St., New York 


FENWICK FRERES 8 Rue de Rocroy, Paris France 














TILIA ORO 


You've met his kind. 


able service. 





NATTA 


St. Louis 


Painted 


“Verfea” 


HMA 


The Stick to “One Brand” 
Customer 


He won’t buy anything, 
unless it has been tried and proved worthy. 


The watch he carries, the car he drives, the radio 
he owns, the saw he uses—all are made by com- 
panies who assume full responsibility for depend- 


Naturally he says: “Perfect Brand” when he 
wants Screen Wire Cloth with a known reputa- 
tion. Keep stocked on the standard sizes. 


Your Jobber does—he knows. 


“UNUSUAL LUNNTUIREA AUSTEN 


Ludlow-Saylor Wire Co. 





MOMNMLULUty 


Galvanized 


Missouri 
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GRIFFIN— 


the hinge that is designed 
and made for lasting beauty 
of finish, pleasing simplicity 
in design, lifelong endur- 
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ance in service—the result 
of more than thirty years of 
experience in the manufac- 


ture of hinges. 


Griffin Hinges are made in 
a wide variety of sizes and 
designs—each butt wrapped 
in moisture proof paper and 
packed one pair in a box 
with screws to match. 


Write today for our price 
list and the catalogue of the 
complete Griffin Line. 


We also manufacture 


Cellar Window Sets, Hasps 
and Safety Hasps, Door 
Handles and Door Holders, 
Brackets, Push Plates, 
Drawer Pulls, Door Stops, 
Sash and Screen Lifts, Bar- 
rel Bolts, Corner Braces, 
Corner Irons, Washers, etc. 





GRIFFIN MANUFACTURING CO. 


A5 Warren St.NewYork ERIE,PENNA. 74w.LakeSt.chicago,I 








Did you get Yours? 


If you did—that’s fine. If not, write us at once for your 
sample of this wonderful Ferry Heat-Treated, Bright-Fin- 
ished Upset Cap Screw. We are holding it for you. Keep 
it on your desk—compare its many advantages with other 
makes. 


Then—compare prices. Never again will you have the op- 
portunity of buying cap screws of such superior quality at 
the ridiculously low prices that now prevail, Business is 
picking up fast, the demand is increasing rapidly and it is 
impossible for us to guarantee these prices for any length 
of time. Better act quick. Write or wire us for your sample 
and prices. 





“It it’s upset—it must be heat-treated.” 
The Ferry Cap & Set Screw Co., Cleveland, Ohio 








PROCESS SCREWS] 
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From the Cold North— 


they say “she holds the heat” 





HAT’S important in a State like Minnesota—that an 
incubator holds the heat uniformly. “Frozen hatches” 
make dissatisfaction for the man who sold the incubator. 


Read what H. Zweifel, Pine Island, Minn., wrote: 


“TI bought a Queen Incubator last year and am well 
pleased with it. It is built warmly. She sure is built to 
hold the heat and has a fine regulating system. It stayed 
at 103—right there, in March with the window open, day 
and night. My chicks hatched Apr. 10 and I sold 2-lb. 
broilers at 30c. a lb.” 


Don’t let your customers waste time and eggs on cheap 
machines. Sell Queens and satisfaction. 


Queen Incubator Company 
1124 North 14th Street Lincoln, Nebr. 








70-Egg to 
1000-Egg 








Hatch 


OU HEN sicenaadiaaies Chicks 








Cyclone Gates 


They Get the Business 
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TUVTERRTER ELT EETT EEL 
; HATE, ih Double-Drive Gates 


Built in standard heights a oomne 
ft. Furnished with wood post 





8 to 18 


Frames extra hea 
also +‘. 
ry half is used 


~ and 64-inch h 


ss 
we 


Style “A” Farm Gates 


steel tubing. Built in 
ghts for openings 8 to 16 


to hold one-half of gate while Fabrice securely woven into frame work. 
Ornamental as walk gate. Can't oa sag. 
Walk Gates There’s a big market and a too. Every home is your pros- 
Frames made of heavy steady demand for Cyclone pect. So are schools, ceme- 
steel tuning hed wnt Gates. The Cyclone line in-  teries, parks, etc. 
ninges and spring latch cludes Gates for every purpose. 
for wood posts. mes 


Built in a variety of patterns in 
standard heights and opening 
sizes. 


Sell Cyclone Ornamental Fence, 


painted green. 


Waukegan, Il. Cleveland, Ohio 





Standard Fence Co., Oakland, Oalif. ; 





CYCLONE 





Cyclone Fence and Gates will 
help you get this business. Write 
Dept. 29 for catalog and dis- 
counts. 


CYCLONE FENCE COMPANY 


Factories and Offices: 


Newark, N. J. Fort Worth, Texas 


Western Distributors: 
Northwest Fence & Wire Works, 


Portland, Ore. 


FENCE 





PROPERTY ° PROTECTION ° PAYS 
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Nodell-TireChains Dealers and 


PATE uts® om J obbers | 






















Sell a convenience as well as a 
necessity. The new Hodell Tire 


The new way to put on Tire 


Chains—do it from the Chains put themselves on tires 
driver’s seat in three min- 

a, Me Seale jection and take themselves off your 
up car, not necessary to shelves. 

drape chains up under ; ; 7 

crowned fenders and soil The tire chain with a method 


the hands, cuffs and sleeves. 






for attaching, knocks down all the 
old customer resistance. Just 
demonstrate and the chains are 
sold. 

Dealers should investigate the 
latest and most improved tire 
chain on the market before buy- 
ing. 

Write for particulars and dis- 
counts. 


Mz SHAN) PRODUCTS CO 








Established 1886 


nie 7 eli > & Cleveland, Ohio 
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Buy spruce ladders and step ladders. 
Don’t buy cheap ladders and step ladders. 
You buy accidents. 

They cost you money to settle. 


Send us your order and we will ship and give 
you spring dating, guarantee you against 
decline. 


Send for latest price sheet. 


| W.W. BABCOCK C9, Bath, NX. 
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Moe’s Winter Fountain 
For Poultry 


A great favorite with the poultry raisers. Thick in- 
sulated walls retard freezing, and has a large filler 
opening, so can be kept clean inside, which is an im- 
portant feature. Feeds the water automatically, and 
provides the flock with plenty of fresh water which in- 
creases the egg yield. Capacity 3 gal. 


Write for New Catalog of 








ct 
No. 8—Poultry Fountain 


Moe’s Big Line of Poultry Yard Equipment. 


HOEFT & COMPANY, INC. 
405 No. Ashland Ave., Chicago, Ill. 


(Western Branch) 
217 No. Alameda St., Los Angeles, Calif. 


Famous Star Fount 
Fits Mason Jars 








Brings Boat Owners 


to Your Store 


We guarantee every can of 
Jeffery’s No. 7 Marine Glue to 
stop all kinds of leaks and make 
any boat perfectly watertight 
and leakproof. 


Equally adaptable for wood 
boats or steel—from a canoe to 


JEFFERY’S 


Our 
Waterproof Marine Glue 


: a big seller wherever boats are used—lakes or sea- 
shore. 


It is Nationally advertised and our famous slogan, 
‘Does your boat leak?” has brought responses from all 
parts of the world. 


We furnish dealers and marine supply stores with 
Booklets bearing their name and address that tell all 
about this glue and bring boat owners to your store. We 
refer all inquiries to the nearest dealer. Write for 
discounts. 


L. W. FERDINAND & CO. 
150 Kneeland St. Boston, Mass. 

















(0) No. 202 


Show this Dead 
Bolt Night Latch to 
customers — explain that 
one turn of the key back- 
ward locks the bolt and in- 
side knob so teh bolt cannot 
be forced back, or the door 
opened from either inside or 
outside without the key. 

Can also be operated same as an 
ordinary night latch. 

Besides a complete line of Padlocks 
we also make 1000 different patterns 
of quality Key Blanks. Send for 
Catalog 6 and Prices. 


NDEPENDENTIOCKCO,@® 


Leominster Mass., U. S. A. 


Manufacturers of Cylinder Locks, Padlocks, and Key Blanks. 



















Quality Fittings Mean Hose Efficiency 


THE SHERMAN WROUGHT BRASS HOSE FITTINGS 
have reached the highest level of quality in garden hose acces- 
sories through years of experience and research in manufac- 

turing. It is to your advantage to carry the best. 





Sherman Hose Couplings are made of 
heavy wrought brass— accurate ma- 
chine cut threads—deep, clean corru- 
gations. A high quality item. Made 
in hose sizes—3%”", 14", 4%” and % . In 
cartons for stock. 


H. B. SHERMAN MFG. CO., 


Patented 


The New Diamond Nozzle. Surpasses 
any nozzle heretofore offered to the 
Trade. It is larger and will throw a 
stream farther and more even. A per- 
fect spray is always assured. Made in 
3%” size only. 


Battle Creek, Mich. 
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LIDSEEN PUMP OILERS SWEDISH TOOLS 


ARE OF Are Noted for Their Durability 
THE HIGHEST QUALITY Made from Swedish tool steel—the very best 


THAT IS WHY YOU WILL BE ABLE TO 
SELL MORE LIDSEEN PUMP OILERS 
sai ANY OTHER MAKE OF PUMP 


A\\\\ 
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us just add that Lidseen 


But, if price is a factor, let 
Pump Oilers retail at no 


SWEDISH PANSAR FILES 


Circular Cut—Flexible-Tanged 
Half-Round—Bastard—Smooth 


higher price than the or- f 

dinary tin and_ soldered 

pump oilers. j 
H 
H 
E 


Lidseen Pump Oilers are 
vn“e drawn from heavy steel 
and are welded. 





The pump mechanism 
is of brass and is re- 
movable with spout. 





ESKILSTUNA CHISELS 


Made in the following styles: Butt Beveled Edge, 
Regular Beveled Edge, Socket Chisels. Also Pliers, 
all styles, Cutlery, Razors, Bow Frames, Saws, “Banco” 
Scythes, Plane Irons, Axes, Hoes, Shoemaker’s Tools, 
Sievert Blow Torches, Barking Spuds, Anvils, Cabinet 
Scrapers. 


Order from your ‘jobber to-day, or write. 


These oilers will handle 
perfectly any oil from 
gasoline to the heaviest 
grade of transmission 
lubricant. 








JOBBERS WRITE US FOR NEW. CATALOG 














wisi . WESTERN IMPORTING COMPANY 
LIDSEEN PRODUCTS 116 Broad St., N. Y. 
832-840 South Central Avenue Chicago "hie mone y seen ya 











Combination 
Service Wrench 


Does the work of a good monkey or pipe ‘ 
wrench. Made of a forged steel bar case 

hardened throughout. Construction has 

double strength. A time saver. Does 

away with carrying two wrenches. Guar- BEMIS & CALL CO. 
anteed. Sell them and better please your 

customers. Write for prices. Springnete nS PE ae 
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Anchor Brand Clothes Wringers 


You Need ’Em 


We Have ’Em 


Send us your orders. 


LOVELL MANUFACTURING CO. 


Erie, Pa. 


World’s Largest Manufacturers of Clothes Wringers 











Sell More 


of the merchandise that is often needed, seldom 
asked for but easily sold when seen on Heller 
Cabinets. 


Let us show you how to increase your sales with- 
out increasing your stock. 


Write for Reference Book No. 26-A TODAY. 
W. C. HELLER & CO. 


Main Office and Factory: [Eastern Display Room: 












ALLEN Safety Set Screws 


30% Extra Strength over broached hollow screws 
—the only other kind made. By a patented 
process we increase the density of the steel 
around the socket-holes, so that even the smaller 
sizes will stand all the strain the best made 






wrench can apply. The Allen process makes 
deep, perfectly-formed socket-holes—no chips in 
the bottom. . The entire length of the ALLEN is 
utilized either for solid metal at the point, or depth of socket 
for the aes All sizes in stock from % in. to 1% in.; 
any lien point or thread. Also Socket-Head Cap 
Screws, ~y Extensions and Socket Wrench Sets. Dealers: 
Write for catalogue and sales proposition. 


The ALLEN MFG. CO. 133,SHELOON. ST. 


« HARTFORD, CONN. 
























700 Wabash Ave. 20 Vesey St. 


Montpelier, Ohio New York City 
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ORDER NOW FOR 
LATER SHIPMENT 


Order torches and furnaces NOW to 
cover your seqgecemannte for the next 
few months. ro can then be put 
aside for you and shipments can be 
made when desired by you. - the 
result, you will not be delayed Mp the 
congested conditions which usually o 
cur at the plants of torch and Pf 
nace manufacturers during the winter. 
When you order INSIST on the 
“ALWAYS RELIABLE” s0 your 
customers will receive the best and 
longest service. 





we 87 A a ey 4 Most jobbers can furnish from stock. 
For Gasoline Others will gladly order for you. 


OTTO BERNZ CO., INC., NEWARK, N. J. 
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nt sheet, display cards. 
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onboard 
| Write for ‘complete price list, | 
GIFFORD-WOOD CO. 
NewYork. Roaton.Chicago,Pitteburgh Ff 
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5 To provide adequa 















































te storage facilities for 
shelf detha-te make it accessible and con 
venient for clerks and stock men to handle vaith 
absolute safety—to insure quick service for whole- 
sale or retail trade — install one or more 
MYERS NOISELESS CUSHION TIRE STORE LADDERS. 


Deep tread steps, full length hand grips, rubber tires, 
" overhead track firm construction throughout, 
eliminate er hayes, gtx and produce a ladder 


of ample — -4 = — and ; n 
0 s 
fate ge om, 5 8° 
on request. “Ast oHle- 
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Heavy Duty Socket Wrenches 
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Qampbell 














 « anya Se Standardization of Harness 
- 24° — for the Hardware Trade 
Extra strong construction with extra depth sockets— . 
heat treated. 
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Plain lacquer finish—twenty-six standard sizes. 
Ask for Catalog No. 500. 


WALDEN - WORCESTER 


INCORPORATED 
WORCESTER, MASS. 


(ng 





= 
Osborne High Grade Punches 














$44.67 per set 


3 134”, Trace—Heavy Team Harness. 
attractive line for the Hardware Trade. Also: Leather 


Made from Oak 
A varied 1 and Harness Leather. 
Work — : mers’ and Upholsterers’ and Plumbers’ Tools of superior 
qua 


%,” Cup Blind Bridle. 144” Breast and Choke Straps. 
13%” Heavy Trace. Harness Leather Pads. 
The above tools will please your customers as well as our famous Round 1%” x 1” Turnbacks. 1” x 20” Lines. 
and Oval Punches Heavy Breeching. 


Priced less Collars. 
Remember we have had 98 years of successful manufacturing experience, 
employ only 








Sample set sent freight prepaid. 
ph = werkmen ‘and use the finest quality of materials in 
making our products 
We oy back of every tool we make, Try us. Write for Catalog THE P ERKINS CAMP BELL CO. 
and Prices _ 622 Broadway, Cincinnati, Ohio 
Cc. 8S. OSBORNE & CO., NEWARK, N. J. Write for Campbells FRED , her ga Market Letter and 
ESTABLISHED 1826 Leather Report. 
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PORTERS 
it Clippers 


Power—and the quality of 
metal and workmanship to 
stand the strain when the 
maximum of power is de- 
veloped—typifies PORTER 


tools. Sold by leading 
hardware jobbers. 


Latest Improved 
Plumbers Fire Pot 


Tank of heavy gauge seamless 
steel with welded bottom and 
brazed fittings. Tinned inside 
and out to prevent rust. 


New style generator can be re- 
moved and cleaned without dis- 
mantling fire pot. Big seller to 
Plumbers. See your Jobber. 
Send for Catalog F. 


Detroit Torch & Mfg. Co. 
Detroit, Mich. 
N. Y. Office: 45 Warren St. 
Atlanta, Ga.—A. H. Deveney & Co., 720 
Fourth National Bank 


Bldg. 
Cleveland, Ohio—Apple-Fried Sales Co., 
10017 St. Clair Ave. 
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BURNLEY 


The Soldering 
Paste that has 
satisfied cus- 
tomers for over 
23 years. 
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Sample free. 


BURNLEY BATTERY & MFG. CO. 
NORTH EAST, PENN. 


Our bits and braces have been accepted as standard by the 

finest woodworkers for over fifty years. Bite for every 

purpose—auger bits, dowel bits, car dite, machine bits, ete, 
Bend for booklet. 

Russell Jennings Mfg. Co. 


Chester, Conn. 
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DEALERS WANTED EVERYWHERE 


3 ChECAECLT EA 
| 


Iron Fence, Gates 
Lawn Vases 
Settees 
General Iron 
and Wire Work 
CHAIN-LINK 
WIRE FENCE 
Ask for Catalog 


Matai 
TOUTE) 
Deceast|| 


THE. STEWART IRON WORKS CO., Inc., 225 Stewart Block, Cincinnati, O. 
































Plain or  ompaaaae in 


STRATTON ™* “ai 
HANDLES 


Fer Small Tools, Utensils, Electrical Goods, Ete. 
Euameling, both baked and air dried. 


STRATTON MFG. CO., Stratton, Maine 


HARDWARE AGE 











BROWN & SHARPE 


MACHINISTS’ TOOLS 


The first choice of skilled mechanics for three generations 








BROWN & SHARPE MFG. CO, 
Providence, R. I., U. S. A. 








WE PROTECT THE DEALER. 
[BS 


















BOLT 


“VICTOR” CLIPPER 





Send for Catalog 


ROBERTS MFG. CO., Somerville Station, BOSTON, MASS. 














Welding Compound is best by every 


test. Makes welding of any steel as 
easy as Iron. Stock it and increase 
your sales. 


Made only by 


ANTI-Borax CompouNp Co. 
Fort Wayne, Ind. 
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SASH CORD, CLOTHES 

LINES, SMALL LINES 

EIC. sv Aw AALaF 
MASS 


SAMSON(COR 

SAMSON a’ 
BRAIDED COROAGE {9 
AND COTTON TWINES (FSA 


BOSTON 














Permanent magnet which holds 
the tack in position for driv- |, 
ing. Awarded the Silver Medal 
(the highest offered) at the Panama- Pacific Exposition. 
Good profit. Write for price list. 

Name and design trade marks registered U. 8S. Pat. Off. 


ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 


Robertson “Horse Shoe a Hammers 


















(WILLIAMS 


Superior Quality, Rigid, “W & RB” 
Sturdy, Dependable KNIFE HANDLE WRENCH 


J. H. WILLIAMS & CO.—“The Wrench People’ 
New York BUFFALO Chicago 








FIELD SASH PULLEYS 
Made of Pressed Steel 


Maximum Strength—Minimum Weight 
No sandy cast surfaces &, chafe and wear sash 
cord. Write for Catalog and Prices. 


FIELD HARDWARE MFG. CO. 


111 E. 3ist St., Kansas City, Mo. 




















HACK “JT ES NOX” saws 


DISTINCTION 
“The Toots in Lhe Plaid Bor” 
AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 


MACK SAWS - BAND SAWS — SCREW ORIVERS - GLASS CUTTERS 


QUALITY 


UNIFORMITY 











The big sales and profit possibilities in handling Caloric Pipeless and 
Monitor Pipe Furnaces—due to the exclusive improvements and the 
Shall 


new low price for quality products—are worth investigating. 
we send you literature? 
’ es sae The Monitor 
Furnace Co. 
: oh ' on) 0 


660 Woodrow St. 
Cincinnati, Ohio 


-_ 








~ REQUIRES 
ONLY 
HEAT” 


SAMPLE 


PADLOCKS 


FOR EVERY CONCEIVABLE PURPOSE 





SPARGO 


BRONZE AND COPPER 


FLY SCREEN CLOTH 


Perfectly Woven, Most Durable 
Write for Prices 


Spargo Wire Co., Rome, N. Y. 




















PIPE FURNACES 
Makers of Every 
Kind of Screw, 


Nut and Bolt. 


The Corbin Screw Corporation 
The Americon Hordwere Corporation, Successor 


229 High Street New Britain, Conn. 
Western Factory: Dayton, Ohio 











Looking for a Hardware Store? 


The place to find one is in the “Classified 
Senertunitios Section’’ of this paper. 


By watching the FOR SALE ads you'll be 
reasonably sure to secure a good ng busi- 
ness at a fair price, or better still, let the a, 
know the kind of a store you are looking for 
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Hex Mesh 
POULTRY NETTING 


G. F. Wright Steel & Wire Co. 
‘ WORCESTER, MASS. 





STEEL WIRE 
SCRATCH BRUSHES 


A large variety for industrial and household require- 
ments. First quality backed by more than fifty vears 
experience, 

Write for catalog and prices. 


THE HEROLD BROTHERS CoO. 


Established 1874 
1104 W. 9th ST. CLEVELAND, O. 











Ensign Bickford is the ORIGINAL 
ae fuse—tested and tried by 


S E ime and experience. 

FUSE We manufacture various 
brands of fuse, amon 
which you should find 


one adaptable for your 
work, 





The Ensign-Bickford Co., Simsbury, Conn., U. S. A. 














BARNES 
House Force Pumps 


Attractively finished in a bright red 
with deep bronze trim. Made in a 
variety of styles for the most up-to- 
date kitchen, including stationary and 
wall bracket types. 


Polished Brass or Nickel plated cyl- 
inders. 


Write us for prices and details. 


THE BARNES MFG. CO. 








Durable, Safe 


Z Hot, Strong, 











MANSFIELD, OHIO 
American Steel & Wi 
N ene Hoetes 
Chiegge, | Ne ol 
Denver, ‘elles 
— ss | eR Products Oa. 
Los Angeles 
BARBED: _<~ Glidden, Glidden, Am. Special, 
Waukegan, Baker Ay Ellwood Junior, Lyman 
NAILS, SPIKES, STAPLES, TACKS, Hot Galv’d Nails 
ZINC "INSULATED FENCKS: American, Royal, Anthony, 


WIR t =e 


BALE TIES: Old reliable brands 
TELEPHONE WIRE 
WIRE for every purpose 

Quick Delivery. Write us for selling plans. 








THE FOWLER & UNION 
HORSE NAIL CO. 
HORSE SHOE NAILS 
OF HIGHEST GRADE 


Plant of 
1000 MILITARY RD.., BUFFALO, N. Y. 








STANDARD SINCE 1865 
Eire gee waiver! tbtas 

tion. one sell so readily te 
Barbers and Horsemen. W 


make both kinds. . 
American Shearer Mfg. Company ~ 
Nashua, N. H. 














Ask your jobber for 


CALDWELL SASH BALANCES 


Thirty-five years of service is assurance 
of quality 


CALDWELL MFG. CO. 


9 Jones Street Rochester, N. Y. 














140 Years in the Seed Business 


Most everybody knows about Landreth’s 
Garden Seeds. People know they are the 
product of an old reliable seed house who 
pride themselves on Seeds that Grow Good 
Vegetables. It pays to sell them for this 
reason. Order early. 
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An Effective Low Cost Contact with Hardware Man- 
ufacturers, Manufacturers’ Agents, Jobbers, Jobbers’ 
Salesmen, Retailers and Retail Salesmen. 

No illustrations accepted for these pages. 

Allew seven words for Keyed Boz Number Address. 











ee Se, DC eo ccdeccvcctaecesstcoeseese 
Each I 
All Capitals, Minimum 50 words 
a i a dale ce 
1 inch ‘*Box’’.. 

EE ee ee ee ee el a a 

4 insertions, 10% off; 8 insertions 15% off 
Remittance Must Accompany Order 

50% off the above rates for Positions Wanted Advertisements 
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Busi Rican 


Positions Wanted 


Positions Wanted 














. Wanted to Purchase 


Hardware business in or around 


! New York City on cash basis. 


Address Box G-382, care of Hardware Age, | 
New York. 














FOR SALE: Best established hardware and 
implement business in good college town. Lo- 
cated in richest agricultural section of Central 
Kansas. Good railroad facilities, clean, up-to- 
date stock; invoice about $8,000. Will sell 
hardware or implements separate. Owners time 
taken up by other business. Bargain. Address 
Box G-380, care of Harpware Ace, New York. 





FOR SALE: Long established hardware store 
consisting of builders’ hardware, factory ~ oo 
auto accessories, paint, tools and general line 
of shelf hardware. Reasonable price and long 
lease at low rental. Address Box G-372, care of 
Harpware AGE, New York. 


A. 


Help Wanted 








HARDWARE MEN WHO WANT experience 
that fits them to sell or improve their selling 
want Norvell’s ‘‘Forty Years of Hardware.” It 
is crammed with good selling ideas. Ask any 
five hardware men about it and then order your 
copy ($3.00). Harpware Ace, New York. 





WANTED: Sales Manager capable of han- 
dling force of field men and of proven selling 
ability. _Must be experienced in stove lines. 
Give full particulars in first letter and inter- 
view will be granted. Address Box G-377, care 
of Harpware Ace, New York. 


EXPERIENCED SALESMAN in large hard- 
ware store in eastern part of Connecticut. Give 


particulars and references. Address Box G-386, 
care of Harpware Ace, New York. 








EXPERIENCED RETAIL hardware salesman 
fully acquainted with builders’ hardware, ca- 
pable of taking full charge. Excellent possibili- 
ties for the right man. Store located in Yon- 
kers, New York. Salary at start thirty dollars 
per week. State age, experience, married or 
single, and references. Address Box G-368, care 
of Harpware Ace, New York. 





SALESMEN: Opportunity with manufacturer 
of well-known line of mechanics’ hand tools, for 
experienced young salesmen going to the good 
retail trade in San Francisco, Los Angeles, St. 
Louis, Chicago, Philadelphia, Pittsburgh, Cincin- 
nati, Boston, New York and other large cities. 
Permanent sition with a future. The right 
men can sell other non-conflicting lines. d- 
te Box G-384, care of Harpware Ace, New 

ork. 




















SALES REPRESENTATIVE PLUS— 
The kind of man who understands the making 
of customers as wel] as the making of sales 
and who knows how to build business relations 
that endure. He has had twenty years’ sell- 
ing experience and in that time has had but 
three connections and now will consider only 
a permanent position with promise of a future 
worth while. He has a good acquaintance 
with the jobbers from Ohio to and including 
the Pacific Coast, and is accustomed to Vvol- 
ume business. Barnings past year about 
Seven Thousand Dollars on salary and com- 
mission basis. Correspondence solicited from 
high-class concerns who place value on the 
right kind of man. Box 7080-A—W. 8S. Mc- 
Millan, 1106 Dempster St., Evanston, II. 














A RESIDENT of the South, familiar with 
wholesale and retail hardware, mill supplies and 
housefurnishing field, wants to act as Southern 
sales representative for a well known manufac- 
turer. Address Box G-363, care of HarpDWARE 
AcE, New York. 





HARDWARE MAN with 10 years’ experience 
ia buying, pricing and handling general inside 
work for large hardware jobber, desires position 
as buyer; preferably in New York City or metro- 
politan section. Best of references. Address 
Box G-375, care of Harpware Acs, New York. 





HARDWARE traveling salesman with four 
years’ experience wishes position with hardware 
concern doing export business. Can speak and 
write English and Spanish and well acquainted 
with Central America and West Indies trade. 
References furnished. Write or wire Villavi- 
cencio, care of A. Baldwin & Co., Ltd., New 
Orleans, La. 


HARDWARE gp ae a E, age _ 30,, mar- 
ried. Well versed in all lines. Thoroughly 
competent to handle any part or take complete 
management of business. Open for position 
about January Ist. Address Box G-376, care 
of Harpware Ace, New York. 








POSITION WANTED as Purchasing Agent; 
age 35. Branch or Sales Manager for whole- 
saler of hardware or hardware specialty manu- 
facturer, metalware, etc. welve years’ experi- 
ence house and traveling. Open for position 
January Ist. Best of reference. Presently em- 
ployed. Address Box G-378, care of HarpWARE 
AcE, New York. 


POSITION WANTED—Catalog Compiler. ?) 
Nineteen years’ hardware experience, six- 
teen years in catalog work. Have special- 
ized in automobile supplies and radio. Can 
take complete charge of work. Only per- 
manent location considered, prefer west or 
north. Could be ready for work January 
Ist, 1925. Complete, first-class references. 
All details by correspondence. Address 
el G-381, care of Hardware Age, New 
ork. 














POSITION WANTED—Window Trimmer 
and Advertising Manager for retail hardware 
and sporting goods store. Eight years’ experi- 
ence in retail hardware, with ability to produce 
results. Thoroughly conversant with modern 
business methods. Original ideas, resourceful. 

a business references as to qualifications, 

bility and reliability. Permanent position; 32 
mire old. Single. Address Box G-360, care of 
HarpwareE Ace, New York. 





HARDWARE, Sporting Goods and Automo- 
tive Supply catalogue man, proficient in all 
phases of catalogue making, desires a reliable 
connection. Has made some of the best sales- 
poms Jobbers’ catalogues in use today. 

ighest credentials; age 35. Address Box 
G-385, care of HARDWARE Ace, New York. 


Sales Accounts Wanted 


OLD ESTABLISHED manufacturers’ agents 
with large and valuable connections with hard- 
ware jobbers are open to receive additional sales 
representations for GREAT RITAIN and 
IRELAND. Large offices, warehouse and sample 
rooms in center of London. First class refer- 
ences from American manufacturers. Address 
Box G-373, care of Harpware Ace, New York, 











Sales Representatives Wanted 








} SALESMEN—Sporting Goods | 
An Open Opportunity 
Covering the sporting goods hardware trade to = 
troduce a new indoor-outdoor tennis innovati 
— is capturing the interest of ete g and 


me a national year-round sport a com - 
modity; unlimited channel 


~~. clientele; liberal commission ar- 
rangement. Write Association, Se Courts, 
Riverside Drive and 119th St., 4 


A 
ey 
5 











A SALES EXECUTIVE with a successful 
record in selling the wholesale hardware trade 
in United States, Canada and foreign countries, 
seeks a position with a hardware manufacturer 
that can offer an opportunity -for growth. Ad- 
~~ Box G-379, care of Harpware Ace, New 

or 








_ TRAVELING MEN WANTED who can en- 
joy and increase their sales from Saunders Nor- 
vell’s ‘‘Forty Years of Hardware.” It is 
crammed with sales inspiration, background and 
ideas. $3.00 a copy. Order your copy now 
from Harpware Ace, New York. 











SIDE LINES FOR SALESMEN 
Many good salesmen are looking for profitable “Side Limes” 

to handle. 

What have you to offer? Give details—insert your ad in the “Classified 


Opportunities Section” of this paper and you'll be reasonably sure to find a 
reliable salesman to represent you. 
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HUSTLING SALESMEN wanted to sell on 
liberal commission basis our popular line of 
labor oes mT Weeder Hoes to hardware 
trade. REICHARD MFG. CO., Bangor, Penna. 





EASTERN MANUFACTURER of builders’ 
hardware desires representatives to cover several 
Eastern and Southern States with an established 
trade. Write full particulars as to lines handled 
and experience. Address Box G-362, care of 
Harpware Ace, New York. 





We offer as a side line and on a straight com- 
mission basis a high grade well-known line of 
foreign made sporting shot guns, rifles, and 
automatic pistols. Only the applications from 
experienced salesmen of the very highest stand- 
ing and ability will be considered, those with 
established trade preferred. Write full particu- 
lars and territory covered. All applications held 
strictly confidential. Address Box G-383, care 
of HarpwarE AcE, New York. 





REPRESENTATIVES WANTED. A manu- 
facturer of high grade coaster wagons requires 
representation in several states. Exclusive terri- 
tory available to big producers. Salesmen cov- 
ering territory in a car handling one or two 
other lines for the hardware trade preferred. 
In your first letter give age, experience and 
references. Address P. ‘O. Box No. 321, Salem, 
Ohio. 





—— 














UNIVERSAL 


BOX STRAPPING 


CARY MANUFACTURING CO. 
Manhattan Bridge Plaza, Brooklyn, N. Y. 








oe 





Q. Lindemann & Ca. 


Manufacturers of 


BIRD 
CAGES Established 1863 


35-37 Wooster Street New York 

















diameter. 


Hose Clamps. Tradem 
ton. Get th 





UNIVERSAL cramp 


Adjustable. Two sizes will clamp any 
Made from cold 
No rough edges to cut hose. Put on in less than a 
. Everlastingly leak-proof. Order Universal 
ark on every clamp and oar- 

em from your jobber—or write us. 


UNIVERSAL INDUSTRIAL CORP. 
_ Hackensack, N. J. 


yelled chock xb of Wine, 
year. 


39 CENTRAL ST. 


Hermsn 








18% Were Sold _, Direct 
1655 Housewives requested Clothes 
sie ciaail =. ~~~ im P s18% were 


becaus 
Received over 3800. ” tmeutates so far this 7 


HILL CLOTHES DRYER CO. 
Worcester, Mass. 
Metropolitan District 


111 Murray 8t., New York City 




















The “TORREY” 
A Real Man’s Razor 


Send fer Catalogue of Full Line 
J. R. Torrey Razor Co., Worcester, Mass. 








“They Have a 
Ball Deg-Grip” 


Manufactured by 
U. &. Glethes Pin Ce., Montpelier, Vt. 


Dept. 
1018 Union Bank Bidg., Pittsburgh, Pa. 


Economy 
Hose Attachments 


Wer connecting hose to smoeth 
faucets. Slips on and of easily. 
Economy Mfg. Co. 
68650 Germantown Ave. 
Philadelphia, Pa. 
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Seif —— Gas Lighter 
ane friction 







great 25c¢ Sellers 
$10.00 per Gross to Agents 
Big profits easy to 


Rapid Mfg.Ce.,10 E.148t.,N.Y. 


; JOHN SOMMER’S | 
PEERLESS FAUCETS 
Line best Maple, with Leather 


g and Best Block Tin Key. 
Beware of Imitations. Genuine are 
Stamped with Maltese Oross. 
John Sommer Faucet Co., Newark, N. J. 



















American Can 


BLACK IRO 





American Can Company 


SILVER LAKE 


SASH CORD 


NET WEIGHTS FULL LENGTHS 
Silver Lake Co., Newtonville, Mass 














Oil, Melasses and 
Dairy Gates 
ttern 


Perfection Pa 
Made in All Styles 
etaney ~gm 

Syracuse, New York 


SCYTHES 


Scythes since 1812, Axes since 1800 


are Seco. 
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Hartford, Conn. 








BALE TIES 


Best Made—Prompt Shipment 
Baur Bale Tie Co. 


INDIANAPOLIS, IND. 








J..L. THOMPSON MFG. CO. 
Waltham, Mass. 
Tubular and Bifurcated 


—RIVETS= 





ELEVATORS 
DUMBWAITERS 


Write for our catalog 
Energy Elevator Co. 
211 New St. Philadelphia 








LUMBER 


CRAYONS 
STANDARD CRAYON CO. 


Danvers, Mass. 








GRANITE _ 
CUTTING TOOLS 


Trow & Holden Co. Barre, Vt. 
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Only a few years separate the two scenes here—the difference in tool 
demand and the methods of meeting it indicate the lapse of an age. 





ten 











Note m this new The kind of wrenches that sold when dad was behind the counter suited 
na - n too ati . = 

a P tremendously the leisurely pace of the horse and buggy—Snap-On wrenches em- 
improved and . . Geiency af > ‘ 

sieaamer * te body the speed and efficiency of the motor car. 


ratchet wrench, 

Consider your own wrench stock. The Snap-On Wrench System creates 
progressive sales and promotes sales by sets. Compare the profit op- 
portunity it offers with the scattering sales and trifling profits from 
a stock of haphazard wrenches gathered from here and there. ‘The 
Snap-On Display Cabinet is a compact and orderly socket wrench de- 
partment that frees your shelves from a disorderly, hard-to-get-at 
assortment of dust-gathering stock. The “What Car Do You Drive?” 
book supplies complete information to make your wrench service quick 
and accurate—eliminates all guesswork, saves your time, reduces sales 
effort. 





The initial investment is surprisingly $mall. Is there any doubt in your 
mind which wrench stock best serves this motor age? 
We've a real proposition to offer you. 


MOTOR TOOL SPECIALTY CO. 
14 E. Jackson Blvd., Chicago, Ill. 


Distributing Branches in 18 Principal Jobbing Centers 


Drop us a line. 


Look for the name 


—without it no Snap-On Wrench Co. 


tool is a genuine ‘ 
Snap-On. Manufacturers, Milwaukee 
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The Practical Christmas Gift 


The Tray ts Free 


HIS 26-Piece Chest Buffet of Community Plate has proved wonderfully attractive as a window 


display. 
[ts beauty and utility, the completeness of the assortment, the convertible tray feature 
combine to make this the Practical Christmas Gift. 
The fact that the Chest Buffet is Free is a big factor in swelling December Sales, 


@ 1924 ONEIDA COMMUNITY. Lr0 
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